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Hartford’s Insurance World Sits 
For Candid Portrait In Magazine 


With particular emphasis on its in- 
surance companies and insurance not- 
ables, the city of Hartford gets a good- 
natured though occasionally irreverent 
going-over in Holiday magazine for 
February. 

For the reader in the insurance 
business, the article produces a sort of 
double image: Along with whatever 
new information the article brings 
him, it is also saying, “Here’s what a 
writer and editor thinks the Holiday- 
minded layman would find interesting 
about the insurance world of Hart- 
ford.” 


Good Place To Live 


“Life Is Better in Hartford,” the 
piece is titled, and author Stephen 
Birmingham makes the city sound like 
a pleasant place to live—though he 
cites little to attract sightseeing vaca- 
tioners except perhaps the Aetna Life 
home office, “a building that resem- 
bles a mammoth red-brick Howard 
Johnson’s,” and the Connecticut Gen- 
eral Life building in suburban Bloom- 
field, “looking a bit like Lever House 
lying on its side.” 

Though conceding that insurance is 
no longer Hartford’s most important 
business, Mr. Birmingham justifies the 
space he gives to it by noting that it 
is the city’s oldest business, “it is the 
most dignified and has done more to 
shape the city’s personality. 

“The aircraft industry is young and 
full of sauce,” he observes. “Hartford 
is not. Hartford has few night clubs, 


Sees Need For More 
Canadian Savings 
To Protract Growth 


Life insurance in force in Canada 
reached $42 billion in 1959, nearly 
three times the total 10 years prior to 
that, and one dollar out of four saved 
by Canadians is through life insur- 
ance. However, more savings must be 
generated if Canada is to achieve a 
satisfactory rate of economic growth 
and a continued rise in the standard 
of living, according to A. Ross Poyntz, 
Imperial Life, president of Canadian 
Life Insurance Officers Assn. 

In the association’s year-end state- 
ment, Mr. Poyntz said that while Ca- 





-nadians’ postwar rate of saving has 


been commendably high, capital ex- 
penditures continue to exceed domes- 
tic saving by substantial margins. He 
said the goal must be to narrow the 
gap between domestic saving and cap- 
ital expenditures. Preferably, the nar- 


‘rowing should be brought about by 


greater productivity and more domes- 


| tic saving. rather than reduced cap- 


ital spending. 

Noting that inflationary pressures 
abated somewhat, he warned that they 
might be renewed in the coming year 
“if capital demands exert strain upon 
the available supply of resources.” 

It is essential, he said, that govern- 


virtually no cocktail lounges where 
you would take your wife. Hartford is 
as proud and confident as the Trave- 
lers tower—and as quiet as Center 
Church Cemetery.” 


Golf And Bridge 


Hartford’s ‘“insuranceland,” says 
Mr. Birmingham, “is white, Christian, 
Republican, fond of golf and bridge.” 
Explaining the “Christian” characteri- 
zation, the author says “insurance 
executives often explain the pro- 
nounced absence of Jews among their 

(CONTINUED ON PAGE 22) 


Earnest Proxy Fight 
Begins For Control 
Of Old Line Life 

E. C. Rhodes, investor of Aberdeen, 
S. D., has announced his slate of can- 
didates for the board of Old Line Life. 
Mr. Rhodes, claiming the current man- 
agement is unsatisfactory, is seeking to 
gain control of the company and put 
in his own management group. Seven 
seats on the board will be up for elec- 
tion Feb. 18. Mr. Rhodes would like to 
elect: 

—H. R. Buckman, home office gen- 
eral agent, top producer for 19 years. 

—John C. Cleaver, president Cleav- 
er-Brooks Co., manufacturers of boil- 
ers and sea water desalting equipment. 

—Forrest D. Guynn, discharged vice- 
president and agency director. 

—R. F. Newman, investment coun- 
selor of Milwaukee. 

—J. E. O’Connell, Helena, Mont., 
banker. 

—Paul J. Rogan, executive vice- 
president Mortgage Guaranty Ins. 
Corp. of Milwaukee, immediate past 

(CONTINUED ON PAGE 23) 











ments of all levels try to avoid deficit 
financing. This applies particularly 
to the federal government which col- 
lects and spends most of the tax mon- 
ey. “The apparent philosophy behind 
the spending patterns of government 
has a most profound psychological ef- 
fect on the course of the whole econ- 
omy,” he declared. 

Reviewing insurance industry re- 
sults, Mr. Poyntz noted that new busi- 
ness in 1959 amounted to $6 billion. 
The total was $5.5 billion in 1958 and 
$1.7 billicn in 1949. 

Benefit payments amounted to 
nearly $500 million, about $25 million 
more than in 1958 and $280 million 
more than in 1949. Benefits to living 
policyholders continued to account for. 
two-thirds of payments, and last year 
$315 million in living benefits was 
paid. Death benefits paid were about 
$180 million, and A&S benefits to- 
taled $100 million. 

Canadian assets of companies op- 
erating in Canada amounted to $7.5 
billion in 1959, compared to $3.8 bil- 
lion in 1949. 


Conn. General Life 
Slates Changes In 
Its Top Management 


HARTFORD—Connecticut General 
Life’s board Wednesday approved the 
following changes in the top manage- 
ment, subject to formal acceptance by 
stockholders and directors at the an- 
nual meetings March 8: 

Frazar B. Wilde will become chair- 
man and also continue as president. 

Henry R. Roberts, a second vice- 
president, will become executive vice- 
president, a new post. 

Vice-presidents C. Manton Eddy, Al- 
bert J. Robinson, Stuart F. Smith and 
Frank O. H. Williams will become sen- 
ior vice-presidents. 

Vice-president George W. Young will 
assume additional duties as secretary. 

Messrs. Eddy and Roberts will be- 
come directors, as will Thomas W. Rus- 
sell Jr., vice-president of American 
Brake Shoe Co. of New York. 

Mr. Russell is the grandson of a 
founder and former president of 
Connecticut General and is the son of 
a director with 53 years of service on 
the board. 


Anti-Trust Probe Is 


Dormant For Present 


Donald P. McHugh, counsel of the 
Senate anti-trust and monopoly sub- 
committee investigating insurance, has 
indicated that the inquiry is dormant 
and that no further hearings have 
been scheduled. The investigation of 
practices in the drug industry has 
taken precedence over other matters. 

Mr. McHugh said that the subcom- 
mittee’s report on the insurance probe 
to date should be ready by the end of 
January. 


American Frontier Life of Mem- 
phis has been licensed in Mississippi 
and now is operating in four states. 





Stress Insurance 


As An Investment 
Medium: Slichter — 


Nw Mutual President Tells 
Eastern Regional. Meeting 
Not To Be Apologetic 


NEW YORK—There is ati: ample 
market for life insurance as an invest- 
ment “but we’ must 
talk and expound 
our product and 
not. sit silently on 
the sidelines in a 
timid, apologetic 
and: bashful man- 
ner,” said Presi- 
dent: Donald: C. 
Slichter of North- 
western Mutual 
Life at the compa- 
ny’s. big eastern 
regional conven- 
tion here. 

“I think the time has come for::us 
to speak up and point. out the invest- 


Donald C. Slichter 





Edmund Fitzgerald Harold W. Baird 


ment merits and results of Northwest- 
ern cash value life insurance,” he said, 
after mentioning that “our thin 3% 
yield of the mid-1940’s is now 4.14%— 
very close to a 40% improvement.” 
“An individual receiving .a- gross 
(CONTINUED ON PAGE 17) 





A portrait of 
Frederick H. Eck- 
er, honorary board 
chairman of Met- 
ropolitan Life, is 
delivered by Dar- 
rell D. Ejichoff 
(center), a Metro- 
politan executive 
assistant, to Presi- 
dent Novice G. 
Faweett (right), 
Ohio State Uni- 
versity, for hang- 
ing. in the insur- 
ance hall of fame. 
The hall is located 
in Hagerty Hall 
of the university’s 
college of com- 
merce and admin- 
istration, headed 
by Dean J.R. Mc- 
Coy (left). Mr. 
Ecker was elected | 
to the hall of fame 
in 1959 by an in- 
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dustry committee selected by the Charles w. Griffith memorial foundation, su- 


pervising body of the award. 
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What Life Companies Can Expect 
In Writing Fire-Casualty Lines 


By KENNETH O. FORCE 
Executive Editor, Fire 
& Casualty Edition 


In view of what is happening in the 
United States, and what may be hap- 
pening even more in the days ahead 
if life companies are given legislative 
authority to enter the fire and cas- 
ualty business, the experience of in- 
surers in England becomes of practical 
as well as historical significance. 

Though many in this country ap- 
apparently assume that English insur- 
ers, at least some of them, always have 
written all lines, it was not until 
after World War I that the crossing 
from life insurance into fire and cas- 
ualty and from property insurance into 
life occurred. In some respects, 40 
years is a long time, but it is not 
much more than one generation. 

One aspect of the time element in- 
volved. in what the fire-casualty in- 
surers in this country that have life 

“affiliates face is illustrated by one 
fact: One large English property in- 
surer that entered life insurance at 
-the end of World War I wrote in 1958 
for the first time more ordinary life 
than one large English life insurer 
that entered the property insurance 
business at the same time. 

However, the latter company in 
1958 for the first time wrote more 
property insurance than the other in- 
surer. Thus it required 40 years for 
each to catch up with the other in its 
own field. 

Apparently what prompted the Brit- 
.‘ish insurers to cross the dividing line 
between the two areas of insurance, 
aside from the inherent defensive rea- 
sons, was consideration of the distri- 
bution of insurance as a_ single 
economic service when viewed from 
the eyes of the consumer. In England, 
too, insurance grew in fragments, as 
it has done in the U. S., by providing 
a part or parts of the protection in- 
‘.sured needed. 

As one observer puts it, in England 
~ each kind of insurer had the produc- 
tion and other forces to do most of 
what was necessary to get into the op- 
posite field. without creating from the 
ground up a vast new organization 
that would require years to build. 
More product for more dollars could be 
placed in the hands of the user with 
very little additional expense. 


View Of British Insurer 


As the management of one of the 
British life companies put it around 
1920: “We have ’steen thousand agents 
peddling their bicycles over the coun- 
try collecting small amounts for life 
insurance. Why not have them collect 
the fire insurance on dwellings and 
household contents, or just HH (house- 
hold) contents?” That is what has 
happened. 

These agents, whose work resembles 
to a degree that of the industrial agent 
in the U. S., were able to take on other 
personal insurance handily, and as the 
automobile came into use, to pick up 
that business also. On the other side, 
the property insurer with a good agen- 
cy plant was able to develop life busi- 
- hess with its existing agents. As time 
went on new agents coming in started 
out by regarding their function as in- 
clnding all lines. 

All this was not easy. There were 


many problems. Perhaps the life com- 
pany had more of a problem getting 
into fire and casualty since, after the 
initial stages, it became apparent that 
it was a very logical economic devel- 
opment for the insurer to get into 
commercial fire and casualty. There 
is not in economic logic the dividing 
line that is some times set up to sep- 
arate the two areas. 

So the life company that went into 
personal property lines went on to 
develop commercial business of all 
types. On the other hand, the fire and 
casualty insurer that got into life 
found many opportunities, as the sea- 
soned life producer undoubtedly does, 
to get into the large premium areas of 
group, key man and other life and 
A&S business that flows from a full 
development of the potential in the 
employer, business unit field. 

In neither case were the problems 
insurmountable. They took time, work 
and worry, but they were solved. 

Substantial differences between 
Britain and the U. S. in the “texture” 


of the business, especially fire and 
casualty, are pointed out by those who 
are familiar with both countries. For 
example, one of the interesting ques- 
tions raised in the U. S. in connection 
with the entry of a life company that 
has thousands of industrial agents into 
fire and casualty is whether it would 
want much of the household contents, 
dwellings and automobile business of 
industrial life policyholders even if it 
could get it. Would it prove to be 
tolerable at all in respect to under- 
writing? 


Run-Down Areas No Bar 


Two observations seem pertinent 
here. One is that in the U. S. a very 
great deal of this business presently 
is being written through regular chan- 
nels. In older metropolitan areas, such 
as Philadelphia and Boston, difficul- 
ties have arisen in certain run-down 
areas. 

This has happened in other cities, 
Chicago, for exariyle, years ago. But 
in comparison with the total market, 
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all of them added together would n 
add up to anything large. In gener 
the automobiles and other prope 
of substantially all U. S. citizens no; 
are being insured. 

British Used Coinsurance 

The other observation is that 
England, the HH contents and dwe 
ing business written by industrial ty 
agents of all line companies is profi 
able. However, the British insure 
from the beginning applied coins 
ance to property coverages. j 

They have done this across th 
board, so that the business as a whol 
including producers, and, more impor 
ant, the insured public, are thoroug 
ly acquainted with the fact that t 
loss will be settled on the basis of t 
ratio of insurance purchased to valu 
One result has been considerab! 
smaller gyrations in rates in Britai 
than in the U. S. 

Long range, very likely many of th 
ideas involved in the crossover be 
tween life and property insurance wi 
take longer to prove or disprove tha 
may presently be suspected. But a 
this point there seems to be no dou 
that the crossover will occur, and tha 
it is likely to occur life to property 
it has been occurring property to life 
Also, over the long term, whether thé 
hybridization works will depend upor 
whether the individual insurer has thé 
energy, intelligence, and endurance te 
make it work. i 













Insurance Not A Low-Paid Industry, 
Teachers Hear At Washington Annual 


Wage figures from social security 
records do not bear out the often- 
heard contention that insurance is a 
low-paid industry, Theodore Baker- 
man, Duquesne University, stated in a 
paper presented before the research 
seminar at last week’s Washington 
meeting of American Assn. of Uni- 
versity Teachers of Insurance. 

The seminar was under the firm 
chairmanship of John F. Adams, Tem- 
ple University, who rigorously held 
each of the research reports to a total 
of nine minutes, employing a series of 
every-three-minutes flash card warn- 
ings to those reporting. 


Reports On Study 


In his study, entitled “OASI Data— 
The Basis for an Insurance Industry 
Research Program,” Mr. Bakerman de- 
clared that if only four-quarter ac- 
counts are tabulated, thus eliminating 
temporary workers, the median for 
company wages ranks in the top six 
percentile, although the median for 
agents and brokers is lower, ninth to 
22nd percentile. 

The conclusion, Mr. Bakerman sug- 
gested, might well be that while col- 
lege graduates start in the business at 
less than the average wage of other 
industries, the figures indicate a great- 
er proportion will advance ahead of 
other industries. 

Ludwig A, Wagner, Duquesne Uni- 
versity, reporting on a Ford Founda- 
tion study being made by him and 
Mr. Bakerman into union members’ 
attitudes toward fringe benefits, stat- 
ed that interviews with non-steel and 
steel union members, both before and 
after the strike, show that the majority 
would accept fringe benefits rather 
than more cash wages. Asked about 
the desirability of different types of 
such benefits, the interviewees ranked 
pensions as number one on the list. 

Frank J. Schwentker, University of 
North Carolina, reviewed high points 
in the history of agent compensation 
from research he is doing for “An 


Analysis of the Life Insurance Agent 
Compensation Structure.” He conclud- 
ed with the warning that life insur- 
ance acquisition costs are still too 
high, and that additional study is 
needed in the area of first-year com- 
missions and vesting. 

Comparing European and American 
actuarial techniques in the non-life 
field, David B. Houston, UCLA, regis- 
tered a plea for more attention to the 
theory of risk than is currently given 
in America. 

Dan McGill, University of Pennsyl- 
vania, revealed no conclusions from 
the study his university’s pension re- 
search council is making entitled, 
“An Inquiry into the Administration 
and Security Behind Anticipated Ben- 
efit Rights Under Private Pension 
Plans.” The study is being supported 
by some 3C companies and banks. 

“Some of the material is very sensi- 

(CONTINUED ON PAGE 21) 


Another Big Fire 
Insurer Sets Up 
Alife Company 


Great American has organized Great} 
American Life as a wholly-owned sub- 
sidiary. The new company is _ incor- 
porated in New Jersey. 

W. E. Newcomb, chairman and 
president of Great American has been} 
elected president of the new company. 
Great American executives named as 
vice-presidents of the life affiliate are 
W. J. Ahearn, C. M. Close, John 
McMaster, W. E. Beeson and J. G. 
Niederlitz. 

With the formation of the new 
company, Great American will provide 
fully rounded services, including the 
writing of practically all forms of 
insurance. Active operations of Great 
American Life are expected to begin 
sometime in 1960 and will be coordin-) 
ated with those of the parent company. 


| 
j 
j 








Postal Life general ross winds ss exceeded their quotas in the pres- 
ident’s sales campaign receive awards at luncheon in the New York University 
Club. From left are Harry A. Hyman and Alvin Wolff, New York; A. A. Kar- 
duna, Brooklyn; George Ross, Middletown, N. Y.; George Kolodny, Postal 
president; Donald L. Smith, director of agencies; Leo J. Wasset, Blauvelt, N. Y.; 
Harold DeMian, New York, and John O. Murtaugh, Elmira, N. Y. There were 
more than 70 qualifiers in the campaign, during which almost $8 million of 
ordinary business was admitted in a two-month period. 
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LIFE INSURANCE EDITION 





Premiums paid before due date discounted at 4% interest per 
year, compounded annually ... previously 3%. 


From 1 to 20 years’ premiums may be discounted. 


Prepaid premiums are held in special account and earn 4% 
compound interest per year. 


Federal income tax saving under Internal Revenue Service 
code IT 3513. 


Return of Unearned Premiums ¢ 


On death or Waiver of Premiums for Disability: Unearned 
advance premiums plus 4% compound interest per 
year. 

On Withdrawal or Surrender: 95% of unearned advance 
premiums plus 4% compound interest per year, but 
never less than amount paid. 


MASSACHUSETTS MUTUAL Life Insurance Company 


SPRINGFIELD. MASSACHUSETTS ¢ ORGANIZED 1851 








N.A. Top Producers 
Meet In Disneyland 


North America is holding its third 
conference on family happiness and 
security at Disneyland, Cal., ending 
Jan. 11. The conference is attended by 
50 agents of North America, five top 
producers, and personnel from the 
field and service offices, accompanied 
by their families. 

Top producers attending are Eliza- 
beth Reagan Burns, Watson & 
Schwartz agency, Philadelphia; Earl L. 
Denny of Stockton, Whatley, Davin 
agency, Jacksonville; Donald A. Page, 
Conrad agency, Deland, Fla.; Keith C. 
Ruffner, Herberich Hall Harter agen- 
cy, Akron; James G. Thomas, Eliza- 
bethstown, N. C.; and a representative 
from Clinton agency, Clinton, N. C. 

Among speakers at the conference 
are Dr. Hans Selye, director of the 
institute of experimental medicine at 
the University of Montreal, who dis- 
cusses his concept of the stress of life. 
Howard C. Peterson, formerly assistant 
secretary of war, and now president 
of Fidelity-Philadelphia Trust Co., de- 
scribes vital areas of family finance, 
installment credit and trends in family 
living. 

Henry Viscardi Jr., founder and 
president of Human Rescuzces Ccerp., 


AeNATIONAL UNDERWRITER 


has as his subject, accident prevention 
and the planning of better mental and 
physical health. 

Commander William R. Anderson of 
the atomic submarine Nautilus and 
Ann Blyth, movie actress, are also 
scheduled to speak. 

Commissioner McConnell of Cali- 
fornia is attending the meeting, which 
is being held in two parts, North 
America personnel are attending Jan. 
5-9, and producers and agents Jan. 
7-11. All are attending the symposium 
on family security Jan. 8. 


Manhattan Life Field Men 
Submit Ordinary Business 
Of $29 Million In November 


Manhattan Life’s field force sub- 
mitted $29,146,657 in ordinary business 
during the November superintendents 
of agencies month sales campaign. 
Ordinary business submitted during 
the 1959 campaign attained a record 
and exceeded the results of the 1958 
campaign by more than $2 million. 
With group life included, total sales 
for the month reached $39,427,657. 

The Gorsten agency at Los Angeles 
led other agencies in ordinary volume, 
lives and = group’ volume. Other 
campaign leaders were the Campbell 
agency at Sacramento, which led in 
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This free brochure tells exactly why the Monarch oppor- 
tunity is now greater than ever before! 
Gives 8 main advantages for new men, including this: 


Monarch men can now provide all the insurance coverages a 
person needs — non-cancellable health and accident, par- 
ticipating life, group, property and casualty — a complete 


Family Security Plan. 


Liberal retirement, group life and hospitalization benefits for 
all salesmen and their families. 
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pension trust business, and Julian 
Barton of the Schloen agency at Bev- 
erly Hills, Cal., who led individually 
in ordinary volume and ordinary lives. 

National leader in personal pension 
trust volume was George E. Weide- 
mier of the Campbell agency. The in- 
dividual award for first in group life 
volume went to John H. Munro Jr. 
of the Ranni agency at New York. 


American Illinois Life 
Has Backing Of Hal Nutt 


A prospectus is being distributed in 
Illinois, intended to reach only life 
agents and incorporators of the pro- 
posed American Illinois Life, which 
will have its head office at Danville. 
The stock is selling for 45 cents (25 
cents par) with 800,000 shares of the 
4 million authorized available in units 
of not less than 1,000 and not more 
than 13,334. 

This is described as an agent-policy- 
holder company. Hal L. Nutt, director 
of Life Insurance Marketing Institute 
at Purdue University, in a letter to 
life agents in Illinois supporting the 
purchase of stock in American Illinois 
Life, says the company “corrects this 
unfortunate fact” of allowing the agent 
to increase his income only by selling 
more volume and collecting more pre- 
miums. This would be accomplished by 
stock options and increasing value of 
stock owned. Mr. Nutt describes this as 
“the first agent-policyholder compa- 
ny,” going on to day: “There are here 
to be found no casual investors.” 


Names Of Incorporators 


The organizers amd incorporators of 
American Illinois Life are George E. 
Sloan, president of Scott Industrial 
Specialties Co. of Barrington, manu- 
facturers of missiles and aircraft com- 
ponents, who will spend his time sell- 
ing the stock on a best efforts basis for 
13%, two points less than the legal 
limitation in Illinois (plus 3% ex- 
penses); K. R. Bentley of Danville, 
general agent there of Mutual Benefit 
Life, and member of the Million Dol- 
lar Round Table, and a member of the 
Purdue University faculty serving the 
marketing institute; John Atkinson, 
Chicago lawyer with Hartford Fire, 
former member of the FBI; E. C. Hege- 
ler of Danville, a lawyer, president 
of an investment company in Danville; 
Freeman I. Wood II, a student at 
Northwestern University law school 
and associated with his father, Free- 
man J. Wood, and the Freeman J. 
Wood general agency in Chicago of 
Lincoln National Life; and Arthur F. 
Priebe of Rockford, agent of Penn 
Mutual, member of the MDRT and 
active in the Purdue marketing 
course. 


Will Need Minimum Management 


American Illinois Life, it is main- 
tained, will be a remarkably efficient 
operation in that it will be run by 
agents; will deal mainly in brokerage 
business and, therefore, will need 
minimum management; will pay only 
three years worth of commissisions— 
75, 15, 10; and will write only two 
policies—juvenile life:paid up at 65 
(ages 0 through 18), and whole life 
paid up at 100 (ages 19 through 75). 

Mr. Nutt’s letter of endorsement of 
American Illinois Life states: 

“Several months ago Ken Bentley 
invited me to his home in Danville to 
listen to a proposal by Mr. George E. 
Sloan of Joliet, the latter a person 
with a new idea—an agents’ company. 
Already, Mr. Sloan had discussed his 
query with Charles E. Gaines, direc- 
tor of the Institute of Insurance Mar- 
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Four Promoted At 
Ohio National Life 
Ohio National Life has promoted 
Grant Westgate from agency vice- 
president to senior vice-president,) If ex) 
sales, and Frank A. Johnson from §jon—b« 
director of agencies to agency vice-yl—ha: 
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F. A. Johnson 


Grant Westgate 
president. Mr. Westgate, agency vice- 


president since 1952, has been with the} 


company 29 years. Mr. Johnson joined 
the company’s actuarial department 
in 1933. He became assistant superin- 
tendent of agencies in 1950, superin- 
tendent of agencies in 1952, and direc- 
tor of agencies in 1958. 

B. W. Dornbirer has been promoted 
from director of sales division planning 
to assistant agency vice-president. In 
the business since 1941, he joined the 
company as a general agent in 1948 
and was made director of agents train- 
ing in 1950. 

Luke A. Benten has been promoted 
from assistant director of agencies to 
regional agency director. In the busi- 
ness since 1945, he joined Ohio Na- 
tional as assistant superintendent of}j 
agencies in 1955. 


La. Insurers Merge 
Automotive Life of New Orleans 

and Associated Funeral Directors 

Guaranty Life of Thibodeaux, La., 


proved by the stockholders of the for- 
mer and the policyholders of the latter. 

C. F. Metzner continues as presi- 
dent of the surviving Automotive Life, 
with Q. S. Heidelberg, president As- 
sociated Funeral Directors Guaranty 
Life, as chairman. 





keting at SMU, who finds it favorable. 
So do I. And so do the others pre- 
viously mentioned, some of whom 
stand as incorporators, some as advi- 
sors to the first agent-policyholder 
company.” 

Describing stock of American IIlin- 
ois Life in his opinion “an investment 
medium of unparalleled opportunity,” 
Mr. Nutt says it will be offered only 
to incorporators and agents. “The fu- 
ture of the company will be guided 
by men who believe that those who 
sell life insurance are qualified to 
protect the welfare of those who buy 
it.” 

Mr. Nutt’s letter is accompanied by 
an “addenda to the prospectus” which 
points out that after the stock has 
been sold or subscribed, the stockhold- 
ers will elect directors who will then 
elect officers. “Since leadership by the 
company’s founders is already assured, 
there is no reason to be concerned at 
the moment with identity of these 
elected persons,” the addenda states. 
“Subscribers are assured that the 
board of directors will have complete 
freedom in establishing policy, select- 
ing personnel, and determining the 
company’s future. During these initial 
meetings of the board a detailed pro- 
gram will be presented by Charles E. 
Gaines and Hal L. Nutt, whose serv- 
ices are available as consultants to the 
company.” 








The si 


of intere 
seems tc 
the initi 
data prc 
plish. Sc 
some al 


deas co 


—“‘Our | 
a big 

problem 
might a: 
we will 
other til 


have merged under an agreement ap- tor “ee 


‘the ha 


rules th 
they ref 
sibility 

the origi 
Major A 


Soone! 


system 1! 
its salt, 
est origi 
to see 
sought | 
promise 
sonable 
cessful 
tance ar 
and indi 
operatior 
Port, 
producti: 
lied ares 
service. 


pa 


It is c 


produce 
effective 
ment pl: 
permit t 
plex m 
formulae 
tions to 
productic 
other are 
as to he 
place th: 
for reaso 
duction. 


Factor: 


ease t. 

in ry 
easy to 
which w 
ently ev 
expand | 


y 9, 1960 


At 
sife 
promoted 
cy vice- 
president, 


ion from 
icy vice- 





Jaruary 9, 1960 


LIFE INSURANCE EDITION 


Broad Automation Study Shows Need 


If experience in the field of automa- 
tion—both successful and unsuccess- 
ful—has shown anything in the past 
five years, it is that deciding what, 
how, where, when and even why to 
do something about electronic data 
processing are complex and important 
questions which must be correctly an- 
swered if the end result is to be 
looked back upon with the same relish 
ns it was anticipated. Experience has 
also indicated that with the proper 
approach, care and skill, these an- 


' kwers can be obtained. 
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et Tone Of Study 


These observations set the tone of 
he study on “Business Experience 
ith Electronic Computers,” pub- 
ished by Controllers’ Institute Re- 
earch Foundation of New York. Price, 
aterhouse &-Co., New York account- 








ng firm, cooperated in the study. 
ong the companies whose experi- 
nce with electronics was_ studied 
ere New York Life, U. S. Steel, Gen- 
promoted ral Electric, E. I. du Pont de Ne- 
planningimours & Co., Consolidated Edison of 
ident. IniNew York, Detroit Edison, Ford Motor 
dined theico., and Standard Oil of New Jersey. 
in 1948) The study points out that the origin 
its train-jof interest in electronics in a company 
seems to have a great deal to do with 
oromoted ithe initial ideas of what an electronic 
encies toldata processing system should accom- 
he busi-jplish. Some of these ideas are sound; 
Jhio Na-jsome are not. At times, the initial 
ndent ofjideas contain strong elements of logic 
—“Our competitors have one”; “We’re 
a big company”; “Here’s a _ tough 
problem and EDP might help”; We 
might as well get started now because 
we will have to sooner or later.” At 
other times the ideas reflect a desire 
for prestige, an internal power play— 
“the hand that rocks the computer 
rules the world.” At still other times, 
they reflect the interest and respon- 
sibility of the department to which 
the originators are attached. 


nd direc- 
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ruaranty |/Major And Minor Purposes 


Sooner or later, however, an EDP 
system must prove its ability to earn 
its salt, regardless of where the inter- 
est originated. It '3 useful, therefore, 
to see what objectives are being 
sought and attained, or are giving 
promise of being attained, with rea- 
. gsonable frequency by the more suc- 
in Illin- m 4 
scaheaal cessful programs. Of major impor- 
yetance are the desire to reduce direct 
and indirect clerical costs; to improve 
7 operations through better clerical sup- 
port, particularly in inventory and 
production control, scheduling and al- 
lied areas; and to improve customer 
service. 
It is of intermediate importance to 
produce more timely, accurate and 
effective data and reports for manage- 
ment planning action and control; to 
permit the application of more com- 
plex mathematical techniques and 
formulae in arriving at better solu- 
tions to problems in the inventory, 
Production control, traffic, selling and 
other areas; and to consolidate files so 
as to have more information in one 
Place than was previously possible— 
for reasons other than clerical cost re- 
duction. 
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a Factors of minor importance are to 
> initial ease t ecruitment of a labor force 
od neal in df s where clerical help is not 
ea p E easy to obtain; to set up a system 
arles E-lwhich will be able to function effici- 
e ~— ently even if the company were to 
Ss to th€fexpand its volume substantially; and 





to reduce operating space require- 
ments. 

The study notes that experience has 
shown that it is well for a company 
considering or embarking upon an 
EDP program to recognize the follow- 
ing points: 

1. The objectives, or at least their 


Of Careful Planning, Human Relations 


relative importance, are very often not 
clear to a company EDP study group 
and the group therefore needs direc- 
tion and guidance in this respect. 

2. Many of these objectives are not 
easy to evaluate in monetary terms, 
yet some value must be placed on 
them if a proper economic appraisal 


is to be made. Some ground rules need 
to be laid, for example, in estimating 
the worth of better customer service. 

3. In most companies, some objec-: 
tives will conflict with others. For ex- 
ample, better customer service may be 
achieved only at the expense of speed; 
lower cost or greater accuracy may 
perhaps be achieved only by central 
processing at the expense of depriving 
decentralized locations of certain in- 
formation. 

4. Often it is not possible for man- 
agement to state its objectives clearly 

(CONTINUED ON PAGE 19) 





record-keeping problems . 











IBM RAMAC 305 





...3 years of technical progress 
add greater power and flexibility to this 
random access data processing system 


In September, 1956, we announced the startling new solution to business 
. . the RaMac 305 Data Processing System! 

Here at last was a system which could record all transactions—at ran- 
dom—and simultaneously update all ledgers affected by the transaction 
. . . at tremendous speeds and with great reliability. Today, 3 years and 
thousands of experience-hours later, the IBM RAMAC remains the only 
truly random access method of accounting and control. And IBM has 
added even greater speed and flexibility to RAMAC through a sustained 
program of technical progress. Some of the advances that have resulted 
from this program are shown at right. 

These continuing advances are part of IBM’s concept of Balanced Data 
Processing—up-to-date systems and supporting services designed to keep 
ahead of the data processing problems of modern business. Your local 
IBM representative will gladly tell you more about RAMAC, its applications 
and benefits. Call him today. 1BM RAMAC 305, like all IBM data processing 
equipment, may be purchased or leased. 


balanced data processing IBM 


- | 


14 NEW REASONS WHY [7:7 
“RAMAC 305 OFFERS THE BES* 

SOLUTION TO YOUR RECORD- 

KEEPING PROBLEMS : 


1. Divide Command—saves 80% of the 
time required by programmed division. 
2, Second Track Output—permits con- 
current printing and punching of dif- 
ferent material. 

3, Increased Storage Capacity— 
through a second, on-line 5-million 
character disk storage unit. 

4, Increased Production—and de- 
creased through-put time when seeking 
records at random, through the addi- 
tion of dual access arm for each file. 
5, 407 Printer On-Line—makes avail- 
able the high-speed printing ability of 
the IBM 407 Accounting Machine. 
6./nput Rearrangement—permits writ- 
ing data on card input track in different 
sequence from the original card. 

7. Input Analysis—the ability to ex- 
amine input cards for distinctive codes. 
8. Remote Printing Station— permits. 
inquiry and print out of information at 
a distance from the system itself. 

9. Paper Tape Reader (382) —handles 
input from paper tape produced by 
teletype and other devices. 

10. Double Capacity Disk File—10 or 
20 million characters are stored in the 
same physical space previously re- 
quired for 5 or 10 million characters. 
Files with dual access arms can be 
attached to the 305 system. 

11. Direct Input from Paper-Handling 
Equipment—the linking of RAMAC and 
Series/1200 magnetic character-sensing 
equipment for banks. 

12. Compander—permits groups of as- 
sociated data to be updated, regrouped 
or altered in parallel transfers with 
fewer program steps. 

13. Program Exit Overlap—a timesav- 
ing device which eliminates, or over- 
laps in certain cases, the 20-millisecond 
delay time normally required for excur- 
sion to the control panel for logical de- 
cisions and branching. 

14, Increased Processing Speed—re- 
duces the time required to transfer data. 
between the drum tracks, thus reducing 
over-all operating time wherever proc- 
ess time is greater than input-output 
time. Reductions of up to 25% in prec- 
essing time and up to an average of 
20% increase in through-put time may 
be realized with no change in the cx- 
isting program itself. 








FieNATIONAL UNDERWRITER 


Guaranteed Renewable Definition 


Is Applauded By 


Orville F. Grahame, vice-president 
snd general counsel of Paul Revere 
Life and Massachusetts Protective, 
comm:nts on the definition recently 
adopted by National Assn. of Insur- 
ance Commissioners restricting the use 
of the terms “non-cancellable” and 
“guaranteed renewable” in A&S in- 
surance: 


O. F. Grahame 


There has been in dispute, over a 
four-year period, the question of what 
is a non-cancellable accident and sick- 
ness policy. This question was before 
the National Assn. of Insurance Com- 
missioners since that time, and has 
been before a subcommittee thereof 
on our suggestion since December 1956. 

We are happy to report that at the 


December 1959 meeting of the NAIC, 
a satisfactory definition was adopted 
for non-cancellable or non-cancellable 
and guaranteed renewable insurance 
and for so-called guaranteed renew- 
able policies, and I am happy to report 
that in order to have a non-cancellable 
policy, you must have a guaranteed 
premium. 
Agitates For Strict Definition 

During this controversy, the com- 
pany filed statements before the FTC 
through our assistant general counsel, 
James L. Moorefield. and our Wash- 
ington counsel, Robert J. Bird. Our 
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The man who sells John Hancock is offering the fullest 
line in his field. And he is offering service to match. The 
famous John Hancock Signature Series of contracts is 
today’s most advanced life insurance portfolio — sim- 
plified and modernized to provide better, faster service 
and greater client satisfaction. 


SELLS JOHN HANCOCK... offers today’s most up-to-date service 





Extra client services 


Modern features of the Signature Series: 


Simplified policy forms — redesigned for easier read- 


ing, easier understanding, greater convenience 


Simplified two-part application forms for regular adult, 


third party and juvenile insurance 


Accelerated policy issue; immediate processing of claims 


Signature Series policy feature of triple benefit for 
accidental death on common carriers now applies to 


all Ordinary policies, regardless of date of issue, which 
contain the accidental death provision 
This is the kind of up-to-date service that keeps the 
John Hancock agent’s clients satisfied, makes his job 
easier — and more rewarding. 
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efforts before the NAIC were through! 


former New York superintendent, 
Alfred J. Bohlinger, I wrote two arti- 
cles on the subject, one for the Insur- 
ance Law Journal, and another for the 
Eastern Underwriter. 

The definitions adopted require for 
a non-cancellable policy, guaranteed 
benefits, guaranteed renewability to 
at least age 50 (we preferred age 60), 
a guaranteed risk and a guaranteed 
premium. After age 44, the policy must 
at least run for five years. 


Efforts Bring Results 


A number of our field claim men 
visited the insurance departments on 
this subject, and we secured, through 
their efforts and correspondence and 
other conferences, a number of favor- 
able rulings supporting our concept. 

We preferred for guaranteed renew- 
able policies, the designation “adjust- 
able premium renewal policy.” How- 
ever, in order to present a_ united 
insurance industry approach, it was 
necessary to compromise and permit 
the use of the term guaranteed renew- 
able for a policy where the premiums 
are subject to change on a class basis. 
(The records will show, incidentally, 
that we were the first to file this con- 
cept with certain insurance depart- 
ments which we did in 1948.) The 
companies in order to call a_ policy 
guaranteed renewable must in the ad- 
vertising refer to the right to adjust 
premiums. 

We wish to express gratitude to all 
those who participated in this effort 
to reach a satisfactory conclusion. 

The definitions adopted are as fol- 
lows: 

The terms “non-cancellable” or 
“non-cancellable and guaranteed re- 
newable” may be used only in a policy 
which the insured has the right to 
continue in force by the timely pay- 
ment of premiums set forth in the 
policy (1) until at least age 50, or (2) 
in the case of a policy issued after age 
44, for at least five years from its date 
of issue, during which period the 
insurer has no right to make unilater- 
ally any change in any provision of 
the policy while the policy is in force. 

Except as provided above, the term 
“guaranteed renewable” may be used 
only in a policy which the insured has 
the right to continue in force by the 
timely payment of premiums (1) until 
at least age 50, or(2) in the case of a 
policy issued after age 44, for at least 
five years from its date of issue, during 
which period the insurer has no right 
to make unilaterally any change in any 
provision of the policy while the policy 
is in force, except that the insurer may 
make changes in premium rates by 
classes. 


Limits Similar Terms 


The foregoing limitation on use of 
the term “non-cancellable” shall also 
apply to any synonymous term such as 
“not cancellable” and the limitation 
on the use of the term “guaranteed 
renewable” shall apply to any synony- 
mous term such as “guaranteed con- 
tinuable.” 

Nothing herein contained is intended 
to restrict the development of policies 
having other guarantees of renewa- 
bility, or to prevent the accurate de- 
scription of their terms of renewability 
or the classification of such policies 
as guaranteed renewable or non-can- 
cellable for any period during which 
they may actually be such, provided 
the terms used to describe them in 
policy contracts and advertising are 
not such as may readily be confused 
with the above items. 

I know all friends of true non-can 
will be interested in the favorable out- 
come of this controversy. 
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you sell 


BUSINESS 
LIFE 


Every day more and more businessmen are 
learning that life insurance can solve many per- 
plexing problems. When you offer them solu- 
tions you free their minds from these problems 
for production and sales. 

Of course businessmen are keenly aware of 
the dollar-and-cent picture on income and ex- 
pense, profit and loss. And they are especially 
interested in the specific cost of any solution 
you offer through insurance. 
ision of When you talk with a prospect about a 
n force. Travelers Business Life insurance contract, you 
“ term can tell him the cost is guaranteed. 
wt Bes Yes, you can quote to the penny the cost of 

by the the policy for any given number of years, and 

1) until also the exact benefits available. 
ise of a This is the kind of information businessmen 
at least like. Information that leads to decisions to buy. 
, during See your nearest Travelers Life Manager or 
10 right General Agent for full information on Travelers 
a. Business Life contracts. He’ll be happy to ex- 
e policy plain the Guaranteed Cost principle more fully 
and show you how it can lead to interviews and 


rer may 
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SINCE 1865, ONE OF THE 

LEADING LIFE INSURANCE COMPANIES 


nitation 
HARTFORD 15, CONNECTICUT 
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Reckling Editor Of 
Weekly Underwriter; 
Two Veterans Retire 


Clifford Reckling has been named 
editor of the Weekly Underwriter to 
succeed E. T. Cunningham who has 
retired. Grace G. Snyder, vice-presi- 
dent and director of Underwriter 
Printing & Publishing Co., has also 
retired. 

Mr. Reckling joined the publication 


in 1958 and was appointed special 


events editor a short time later. Pre- 
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Selling 


insurance 


Modern 


FeNATIONAL UNDERWRITER 


viously he had been on the staff of 
National Assn. of Insurance Agents 
as assistant director of public rela- 
tions and associate editor of the Amer- 
ican Agency Bulletin. Later he was 
with J. J. Coppo Co., New York ad- 
vertising agency, as vice-president. 
Mr. Cunningham was in daily news- 
paper work before joining the Weekly 
Underwriter in 1919. He was assistant 
editor and managing editor before be- 
coming editor in 1943. He was named 
vice-president and a director in 1944. 
Miss Snyder began her career with 
the company as a clerk in 1897. In 
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it works: 


increase in premium. NO evidence of insurability is required. 


And that’s not all... because 


At ages 25, 30, 35, and 40 the insured has a guaranteed opportunity to increase his insurance 
estate by $10,000 at each age again without evidence of insurability and without regard to 
occupation or military status! The result — a guaranteed insurance estate of $65,000 based solely 


on the non-medical at original issue. 


The Automatic Estate Builder is just one policy in The Employers’ Life program of “‘Insurance 
for Modern Living.”” Why not see for yourself our complete and competitive portfolio 
with many new and liberal features ? The entire program has been designed to 


make it easier for you to sell and easier for the prospect to buy. 


~ Employer’ Lyfe 


INSURANCE COMPANY OF AMERICA 


110 MILK STREET, BOSTON 7, MASSACHUSETTS 
ONE OF THE EMPLOYERS’ GROUP OF INSURANCE COMPANIES 


EXECUTIVE OFFICE: 










Yes, Mr. Agent, this is the amount of protection your 
clients can guarantee to their young sons and grandsons 
through our Automatic Estate Builder. Here’s the way 


A man buys $5,000 of the Automatic Estate Builder for 
his son or grandson. At age 21, the protection increases automatically to $25,000, but there is NO 


addition to compiling and editing many 
of the firm’s publications, she has 
been office manager and has been re- 
sponsible for other administrative 
functions. 

A testimonial retirement luncheon 
was given for Miss Snyder and Mr. 
Cunningham at the Drug & Chemical 
Club by their associates. 

Twelve residents of Springfield have 
filed notice of intent to organize an 
Illinois corporation to be kndOwn as 
Land of Lincoln Life with the home 
office at Springfield. 
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Problems Ahead In 
Health Field, Palmer 
Tells Ind. A&H Assn. 


The health insurance business 
badly in need of the strength t 
only a strong agents’ organization ca 
bring it, Alden C. Palmer, Indiana i 
surance commissioner, told membe 
of the Indianapolis A&H Assn. at the 
December meeting. “The  proble 
ahead in the health insurance field a 
almost overwhelming,’ he warne 
“Only a strong association like yo 
can meet them.” 

Drawing on the life insurance bus 
ness for a parallel, Mr. Palmer d 
clared that nothing had done more 
foster the progress of that line than 
strong national association of agen 
“Ethics and ideas for the benefit of 
insuring public have come _ primari 
from the field in life insurance,” 
said, “not from home offices. A stron 
agents association can do as much f¢ 
the health insurance field as it has fo 
the life.” 


Stresses Association Value 

Mr. Palmer also stressed the impo 
tance of an association in legislati 
work. He called upon members 
make recommendations to him fo 
needed legislation in the field a 
urged an immediate, ‘“tremendouw 
build-up” in A&H association mem 
bership to be ready for the Foran 
bill. “The only kind of objection 
legislator understands,” he chargedé 
“is the kind backed with the state 
ment, ‘We have thousands of votes i 
our organization.’ ” 

Reporting that the greatest numbée 
of complaints to his department 
on health insurance, Mr. Palmer ad 
mitted the majority are not legall 
valid but are the result of misunder 
standing, usually because of poor pr 
sentation by the agent. This, howeve 
does not excuse the industry, 
warned, for ignorance can be as ba 
as criminal intent when dealing wi 
the financial future of the _ publi 
Mr. Palmer also stressed the impor 
tance of the integrated programing 0 
life and health insurance, calling it th 
only way to true public service. 


John A. Miller LIAMA 


Senior Consultant 


John A. Miller has been nam 
a senior consultant in the company r 
lations division of LIAMA. He join 
LIAMA as a consultant in Augusi 
1958. Mr. Miller entered life insur 
ance with Aetna Life in Toledo, lat 
going to the home office. In 1954 
Miller became assistant general agen 
in Seattle and for 18 months prior 
joining LIAMA was acting gene 
agent there. He is the staff represent 
ative on the personal and property in 
surance committee and has compile 
and edited a reference book on per 
sonal and property insurance to 
released this month. Last year he w 
co-author of “Is Permanent Life In 
surance Right For Our Time?” in th 
CLU Journal and served on the staff 
of LIAMA schools in agency manage; 
ment and the agency departmen 
school in December. 


New American United Club Elect 

The newly organized 22-40 Club 0; 
American United Life has electef 
Leonard D. Schutt, securities analystj 
as first president. Fred L. Kautzmaij 
midwestern regional vice-president 0 
reinsurance, is vice-president, 
Williams Calhoon, controller’s staff, i 
secretary-treasurer. Home office per 
sonnel from ages “? ‘o 40, except com 
pany officers e'«cted by the board, art 
eligible for menibership. 
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usiness 
ength t 
ization ca 
en Federal supervision of insurance is 
sn. at the probably less imminent today than on 
a number of oc- 
casions in the past, 
said Thomas J. 
Gillooly, assistant 
general counsel of 
Prudential, at the 
recent meeting of 
Assn. of Life In- 
surance Counsel at 
New York. At the 
same time, Mr. 
Gillooly warned, 
those who think of 
insurance as being 
regulated only by 
the states are “entertaining an illu- 
sion,” for the federal system has had 
an extremely large impact upon life 
insurance in recent years. 

Mr. Gillooly was for three years as- 
sociate general counsel of American 
Life Convention before going with 
Prudential last October, and before 
anithat was insurance commissioner of 

jWest Virginia. The conclusion of his 
italk at the life counsel association fol- 
lows. 


puT INFLUENCE IS POTENT 





T. J. Gillooly 


.) The survival and present vigor of 
istate supervision of insurance is one 
‘tof the truly remarkable events in the 
interplay of federal-state governmen- 
jtal relationships in this country. It is 
a paradox of the democratic system 
that regulation of insurance by the 
states, founded more on the wisdom 
of practical experience than in logic, 
‘is stronger in many respects than in 
its entire history, notwithstanding the 





American Industries Life 
ti (Ariz.) Files With SEC 
For 316,667 Share Sale 


.e impor 

raming of WASHINGTON—American Indus- 

ment with the Securities & Exchange 
Commission seeking registration of 

| 216,667 shares of class A common stock 


for public sale at $4.50 per share. 


SEC said, “An additional 50,000 
Nn nameé§ shares were subscribed to by Founda- 
apany Te} tion Life Insurance Service Co. and 


16,667 shares are reserved for issuance 
; Augu upon exercise of an option granted to 
fe insur the agency director. The 50,000 class 
edo, late} B shares also were subscribed to by 


1954 Foundation Life. 
ral agely “The company was organized in No- 
} prior | vember, 1958, In January, 1958, it was 


authorized by the Arizona department 
epresent] of insurance to engage in a life and 
perty in} disability insurance business on a lim- 
compileq ited capital stock basis. Since its for- 
mation, the promoters have _ pur- 
chased 25,000 class B shares at $1.50 
ir he Wai per share. Assuming all of the addi- 
Life In} tional shares are sold, the promoters, 
?” in th§ officials and agency director will hold 
the staff 141,667 shares, or 36.17%, of the out- 
Standing stock for which they will 
partment} have paid $412,501, whereas the public 
will hold 250,000 shares or 63.83% for 
which it will have paid $1,125,000. Net 


gee P proceeds of the sale of additional se- 
“ia turities will be added to the capital 


and surplus of the company. The ob- 
jective of the company is to change 
Zits operations from that of a limited 
capital stock legal reserve life and dis- 
ability insurer to that of an unlimited 
capital stock legal reserve insurer. The 
Prospectus lists Dan A. Aldridge, presi- 
dent of Foundation Life, as company 
president.” 
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ept com: 
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Federal Rule Less Imminent Than 


On Past Occasions, Says Gillooly 


substantial inroads by the federal gov- 
ernment into this field in the past 
quarter of a century. 

In recent years, the great surge of 
liberal philosophy which has been in- 
fused into the administration of all 
three branches of the government— 
executive, legislative and judicial— 
has had a clearly defined effect upon 
the insurance regulatory scene in the 
United States. 


Insurance Side-Effects 


In the first place, legislation enacted 
with no specific purpose nor intent of 
affecting the regulatory picture of in- 
surance nevertheless inevitably en- 
compassed many phases of insurance 
because of the sheer breadth of its 
scope. 

Statutes such as the national labor 
relations act and the fair labor stand- 
ards act have tended to affect and 


control the manner in which the busi- 
ness may be conducted, although none 
had this as their specific purpose. They 
were enacted in the furtherance of 
social objectives quite apart from the 
regulation of the life insurance busi- 
ness. The social security act had much 
the same effect, although it is not 
regulatory in nature. 


Some Were Intended 


There have been a number of legis- 
lative and administrative actions by 
Congress aimed specifically at the in- 
ternal affairs of the business. Fre- 
quently these have been inspired by 
recommendations from the executive 
branch or the administrative staff of 
congressional committees in the form 
of studies, reports and questionnaires. 

Examples are the wide-scale in- 
vestigation of insurance by Congress, 
the major changes in the theory of 
taxation of life insurance companies 
so as to bring it close to the method of 
taxation of other corporations, as rep- 
resented by the life insurance compa- 
ny income tax of 1959 and the welfare 
and the pension plan disclosure act. 

Finally, under the Southeastern Un- 


(CONTINUED ON PAGE 16) 
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Demichelis Joins 
Legal Staff Of ALC 


Robert J. Demichelis has joined 
American Life Convention as an at- 
torney. He will handle legislative anal- 
ysis and legal research and assist in 
editing the ALC Law Digest Service. 

For the past two years, Mr. Demi- 
chelis has been executive secretary of 
the National Committee for Insurance 
Taxation at Washington, D.C. Before 
that he was with the tax department 
of Allstate. 


Indiana Underwriters 


Elect Dittman President 

Indiana Home Office Underwriters 
Assn. has elected Roy R,. Dittman, 
Hoosier Farm Bureau Life, president. 
Clairus Dew, Midwestern United Life, 
is vice-president, and Ruth Keller, 
American United Life, is secretary- 
treasurer. 


Kamaaina agencies, Honolulu gen- 
eral agency for Genera! American Life, 
topped all other agencies during No- 
vember in selling individual life. 
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These are some of the dramatic and exciting shows on 
the award-winning television series “THE TWENTIETH 
CENTURY’— presented each week on the CBS Television 
Network by the Prudential Insurance Company of America. 
Others include: “The Week That Shook The World,” 
“Battle of the Bulge,” “Dirigible,” “Japan’s Changing Face,” 
“Down Range,” “Patton and The Third Army,” “Rommel.” 

Prudential makes available to adult groups—on a free-loan 
basis—16 mm motion-picture prints of these shows. 

To obtain a print of any of this season’s shows or any of 
the past “THE TWENTIETH CENTURY” programs, 
contact your local Prudential Agent or office. 


* GROUP INSURANCE 





The Prudential 


INSURANCE COMPANY OF AMERICA 


+ GROUP PENSIONS 


HERE ARE SOME OF 
“THE TWENTIETH CENTURY” 
PROGRAMS CURRENTLY 

AVAILABLE ON 16 MM FILM 


“*THE MOVIES LEARN TO TALK" 
—A nostalgic, historic program 
about early movie-making. 
“SUICIDE RUN TO MURMANSK"’ 
—The most dangerous convoy 
run of W.W. Il told by the men 
who lived it. 

“AGE OF THE JET’— 

The story of the transportation 
miracle that is modern 
commercial aviation. 

“THE FALL OF CHINA’— 
Communism's greatest triumph 
since the Russian revolution— 
the free world's greatest defeat. 
“GOERING''— 

What was he really like—genius 
or madman? The man who 
created the Nazi Air Force. 
***POLAND ONATIGHTROPE"'— 
A penetrating look at life 

in Poland today. 

*THE ADDICTED’ — 

The shocking story of narcotics 
addiction in the United States. 
“REVOLT IN HUNGARY''— 
Films of the Hungarian uprising, 
smuggled out from behind the 
“tron Curtain.”" 

“MISSION: OUTER SPACE''— 
Man challenges his last frontier 
“WOODROW WILSON-THE 
FIGHT FOR PEACE"'—His battle 
for ‘‘The League of Nations." 
“JET CARRIER — 

Our mobile attack force. 

“THE TIMES OF 

TEDDY ROOSEVELT" — 

The color, excitement and charm 
of the Rough Rider. 

**PERON AND EVITA™— 

The Argentine “strong man’ —and 
the woman who shared his power 
**ROCKNE OF NOTRE DAME*'— 
The most colorful football 
coach of all. 

*"MAN OF THE CENTURY'— 
The life of Winston Churchill. 
“F. B. U."°=J. Edgar Hoover 
and his organization. 
‘HIROSHIMA’ — 

The events that led to dropping 
the first atom bomb. 

“WAR IN SPAIN’ — 

The Spanish Civil War. 
*"FACE OF CRIME’— 

Its causes and cures. 

“D-DAY I'"— 

The buildup for invasion. 
**D-DAY I1''—The attack. 

*"THE RED SELL*’—Russian 
propaganda at work—2 parts. 

*" ENTER WITH CAUTION— 
THE ATOMIC AGE"'— 

Atomic radiation and its perils. 
“THE NUREMBERG TRIALS’ — 
Nazi war criminals brought 

to justice. 
**BRAINWASHING"'— 
Communist psychological 
techniques. 

**MUSSOLINI"— 

The rise and fall of a dictator. 
““GANDHI"'— 

The life and work of the great 
spiritual and political leader. 
“RIOT IN EAST BERLIN''— 
Anti-Communist demonstrations 
in the Soviet Zone. 

“F. D. R.—THIRD TERM TO 
PEARL HARBOR''—The man, the 
events, the decision to run. 
*Denotes special hour program, 
all others half hour. Films are 
“as broadcast,”” including 
insurance messages. 


Consult your local paper for 
time and station o 
“THE TWENTIETH CENTURY” 
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Provident Mutual Life 

Willard D. Holt, controller since 
1955, has been elected vice-president 
and controller. He joined Provident in 
1917 and since has been assistant 
manager of tke record department, 
assistant secretary and manager of the 
accounting division. 

Richard D: Fink and William B. 


HteNATIONAL UNDERWRITER 


Home Office Changes 


Forest, actuarial assistants, have been 
promoted to assistant actuaries. Mr. 
Fink has been with the company since 
1948 and Mr. Forest, since 1954. 

William K. Headley, assistant to the 
controller, becomes assistant control- 
ler. He has been with Provident since 
1947. 

Samuel E. Thompson, who joined the 


company in 1928, has been named 
assistant auditor. 


Bankers Security Life 

Promoted to new positions are Wil- 
liam J. Moore, from treasurer to vice- 
president and controller; Raymond C. 
Holben, from director of agencies to 
vice-president, ordinary sales; Robert 
J. Westendorf, from assistant secretary 
to treasurer; Ray P. Seastream, from 
assistant treasurer to auditor, and 
Francis S. Gaylord, from correspondent 
to assistant secretary. James A. Ban- 











Multiple line stock company handling all forms of personal and business insurance including 
Life ¢ Accident e Fire « Casualty ¢ Group « Automobile « Marine e Bonds. 


THE SECURITY-CONNECTICUT INSURANCE GROUP 
SECURITY INSURANCE COMPANY OF NEW HAVEN 
THE CONNECTICUT INDEMNITY COMPANY 
SECURITY-CONNECTICUT LIFE INSURANCE COMPANY 


HOME OFFICES: NEW HAVEN 5, CONNECTICUT 





4 SECURITY IS 
® OUR PRODUCT 


&Y 
Rance © 


Just as the U.S. Arsenal is made up of specialized missiles for all types of pro- 
tection, so too should a progressive agent have MERCHANDISABLE insurance 
coverage that competitively meets every need of family protection. 


The Security-Connecticut Group offer complete personal and business insur- 
ance service, including life, accident, fire, casualty, group, automobile, marine, 
bonds. You can sell insurance plans that can be merchandised — modern in 
scope and priced to meet the direct-writer competition. Sell family protection — 
and protect yourself with Security — the multiple-line company pledged to the 
American Agency System. 


This fascinating booklet contains every important missile in the U.S. arsenal — 
each one in full color, identified by name, mission and manufacturer. And it’s a 
treasure-trove of facts about up-to-date, streamlined insurance for every need 
too! Your clients will want this dramatic, useful booklet — tuned to our times, 
tailored to their needs — send for it now! 
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croft, vice-president and general coun) 
sel, assumes the additional duties any 
designation of secretary. 


Washington National 
In the _ district 
agency division, 
J. L. Elliott has 
been named 2nd 
vice-president in 
charge of market- 
ing. H. L. Robin- 
son has been pro- 
moted to 2nd 
vice-president in 
charge of the 
western § territory, 
and W. T. Weiss, 
2nd _ vice-presi- 
dent, is now in 
charge of the eastern territory. 
Also in the division, promoted 
regional directors are: C. G. Johnson { 
be in charge of region “S”, whic 





J. Lb. Elliott 





H. L. Robinson 


W. T. Wiss 


comprises offices in Georgia, Tennes 
see, Kentucky, Alabama and Louisiang 
C. N. Winfrey, region 7! 
Delaware, Pennsylvania and Washi 

ton, D. C.; J. W. Willard, region “R”- 
northern Texas; E. L. Clark, region “J 
—New Jersey, and H. G. Smeltzej 
region “T’”—southern Texas. 


Jefferson National 





Robert A. 
Bowles has been 
elected a vice- 
president. He was 
formerly manager 
of the underwrit- 
ing and issue de- 
partments Mr. 
Bowles joined the 
company in 1949 
and holds the 
LOMA title of as- 
sociate. 

Wiiliam A. Glas- 
cock has heen ap- 
pointed manager of the issue depart) 
ment. 





. fa 
R. A. Bowles 


Monumental Life 


William K. Weaver has been a 
pointed personnel director of th 
agency department and William I 
Sherman becomes manager of th 
home office agency. 


Occidental Of California 


James W. Rush has been promoteé 
to manager and John Galbraith 
associate manager of salary admini 
stration. Mr. Rush, former manager 0 
the group settlements departmen 
joined Occidental in 1949 and bec 
assistant secretary in 1955. Mr. Gal 
braith joined the company in 1947 ané 
has been assistant manager of salar 
administration since 1953. 

Succeeding Mr. Rush as group set 
tlements manager is C. Donald Hankip 
He went with the company in 194 
and became associate manager 01 
group settlements last year. 

In the actuarial division, Fred C 
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Morrow has been appointed manager 
of the actuarial department and Victor 
West has been transferred to the con- 
troller’s division on special assignment. 
Mr. Morrow will continue as A&S 
actuary, and Mr. West will be re- 
placed as manager of the policy change 
department by Vernon Joens. Mr. 
Joens will be succeeded as manager of 
the policy issue department by Fred 
Britto. 


Northeastern Life 


Robert B. 
Brown, agency 
secretary, has been 
appointed regional 
superintendent of 
agencies for up- 
state New York. 
Before _ joining 
Northeastern last 
year, he was dist- 
rict manager of 
Union National 
Life of Lincoln at 
Fullerton, Cal., 
and an agent for New York Life at 
B'rmingham, Ala. 





Robert B. Brown 


Union Mutual Life 


Robert M. Greaney, supervisor of 
agencies, has been promoted to director 
of agencies. He joined Union Mutual 
as home office field supervisor in 1956 
and later was promoted to regional 
field supervisor. 

Frank J. Farrington, regional field 
supervisor, and Robert E. Irish, home 
office field supervisor, have been ap- 
pointed assistant directors of agencies. 
Mr. Farrington entered Union Mutual’s 
sales management training program in 
1956 and was promoted to home office 


TIME TO 





CENTRALIZE 
INSURANCE NEEDS 


with 


CENTRAL 


ASSURANCE COMPANY 


COLUMBUS, OHIO 


JouN D. Suarer, President 


LIFE e ACCIDENT AND HEALTH 


Agencies — Ohio €) Indiana ¢ Virginia 
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field development supervisor in early 
1958. Mr. Irish, youngest son of Union 
Mutual President Rolland E. Irish, 
joined the sales management training 
program in 1956. 


Standard Of Oregon 


R. W. R. Calderwood, vice-president 
and secretary, and William G. Boeh- 
mer, manager of the central services 
department, have retired. Mr. Calder- 





Robert V. Cummins 


Edwin A. Phillips 


wood will be succeeded by Edwin A. 
Phillips. Robert V. Cummins will re- 
place Mr. Phillips as vice-president 
and sales director. 

Mr. Calderwood, who went with the 
company in !909, became vice-presi- 
dent and secretary in 1956. Mr. Phillips 
started with Standard in 1929 and has 
headed sales operations since 1947. In 
the business 30 years, Mr. Cummins 
has been with the company since 1948, 
when he became manager at Eugene, 
Ore. Mr. Boehmer joined Standard in 
1931. 


TENNESSEE LIFE has appointed 
William W. Cramer vice-president. 
Prior to joining the company last Jan- 
uary as assistant to the president, he 
was assistant manager at Houston of 
Equitable Society. 
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We're GROWING...and we 
cant keep it from showing! 


Guaranty Savings Life and Skyland Life have merged tozether 


to form one company. We will continue to operate under the name 
Guaranty Savings Life Insurance Company. Executive headquarters 
will be in the Home Office in Montgomery. A division office will be 
maintained in Charlotte, N. C. 


Our credo will still be the same: ‘Growing by helping others to 


grow.” 


This consolidation puts us among the top six life companies domi- 
ciled in Alabama ... and in the top 25% of Life companies in the 
US. ... and we're still growing! 


Here are the facts: 
e $912 million in assets 


P So. ™ $145 million insurance in force 
"ailable Operating in 8 Southern states 


A young company with young ideas 
Policies that sell—and keep on selling 


QUARANTY, SAVINGS 17, : e 
‘53 Guaranty Savings 
LIFE INSURANCE COMPANY 
Combined with Skyland Life of Charlotte 


Division Office: Charlotte, N. C. 


Home Office: Montgomery, Ala. 
ORDINARY—INDUSTRIAL—ACCIDENT & HEALTH—CREDIT LIFE—-BROKERAGE 


Now among the Top 25% Life Companies 


ll 





Changes In The Field 





Prudential 

Robert A. Boyce, manager at Allen- 
town Pa., has been appointed man- 
ager at Baltimore and is succeeded by 


Philadelphia. 


1946. 


Merchantville, N. J., is named man- 


ager at Buffalo and is succeeded by 
Stanley K. Apt, associate manager at 


J. Arthur Knauf, district manager 


Gene Cooper, former home office @t Rochester, N. Y., becomes training 
training consultant. Mr. Cooper is a Consultant for the western New York 
CL. region, with headquarters in Buffalo. 

William G. Moxley, manager at He has been with Prudential since 


HeNATIONAL UNDERWRITER 


Louis John, 


succeed Myron I. Kelsey, 


for more than 37 years. 


Aid Assn. For Lutherans 


at Santa Ana, Cal., 


district manager at 
Steubenville, O., has been named to 
district 
manager at Cleveland, who has retired. 
Mr. Kelsey has been with Prudential 


New general agents are Richard 
Peppel at Milwaukee, Gerald DeLoye 
and Lawrence 
Ziebarth at Fort Lauderdale. Mr. Pep- 
pel, who joined the fraternal in 1955, 
has been an agent at Benton Harbor, 









































1122 CENTRAL AVE., WILMETTE, ILL. ¢ Telephone: ALpine 1-8520 « 
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VERSATILE. Self-contained, including front projec- 
tion screen in cover. (No need to darken room.) 
Can also be used for projection on conventional 
screen. Plays 3314, 45, or 78 r.p.m. records up to 
12’ (18 minutes per side). Storage for records and 
other material provided in cover. 


ONLY 13 LBS. Really portable; easy-to-carry; 
handsome case. Anyone can operate. Extremely 
rugged, built for sales work. Thousands now in 
use. Projects single frame filmstrips; color or 
black and white. 


AUTOMATIC FILM FEED. A feature usually found 
only on higher priced models. No rewinding nec- 
essary. When showing is completed, you merely 
place filmstrip back in feed position for next 
showing. 


HI-FIDELITY SOUND. 5” speaker gives exceptional 
sound fidelity and a wide range of volume to suit 
showings to either large or small groups. “Flip- 
over” cartridge gives double needle life. 


Write for complete information and prices 


THE MOST VERSATILE PROJECTOR ON 
THE MARKET... L/GHTWEIGHT - STURDY + EASY 
TO USE + LOW COST + IDEAL FOR SALESMAN'S USE 
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Mich. Mr. DeLoye will head a newlythe cor 


whose new agency will serve Florid 
South Carolina, Georgia, Alabama an¢ 
Louisiana, has been with A.A.L. sinc 
1947. 


Security Mutual Of New York 


Karl C. Welle 
has been appoint 
general agent a 
Philadelphia. 
entered the 
business in 





general agent 
Union Labor Lif 
’ Eugene J. Van 
derbilt, superin 
tendent of agencies, has been nam 





Karl C. Weller 


Michael 

general agent at Allentown, Pa. H 
joined Security Mutual in 1953 and be}who for 
fore that was with Ter Bush & Powelljpast pr 
general lines agency at Schenectadyjnecticut 
and for 
Assn. of 
Micha 
general 








Albert 

Eugene J. Vanderb'lt W. Glenn Deery Isince 1$ 
N. Y., as assistant manager of the group age 
department, and with Equitable Soci- joined P 
a ; been wi 
. : Connecti 
W. Glenn Deery has been appointed Robert 


general agent at Milwaukee. He entered 
the life business in 1947 with Union 
Mutual Life at Platteville, Wis., where 
he became supervisor in 1949. In 1952, 
he joined Berkshire Life, was promoted 
to assistant general agent at Boston in 
1954, and then became a personal pro- 
ducer in Philadelphia. 


Phoenix Mutual 


Emmet D. Horan, manager at Sa 
Francisco since 1953, has been ap 
pointed manager of the new Golde 














Chicago: BRoadway 3-2310 











Gate brokerage agency there. He ha¥ Robert 
been with Phoenix Mutual since 1942 
the mani 
Pe early 19: 
wm Poole hi 
Society. 
H §=6Williar 
mai Louis si 
m there. He 
Edwar 
visor at 
district 
Providen 
with Equ 
: Busi 
Emmet D. Horan Maurice E. Lescroart we 
Maurice E. Lescroart, manager 4) been apr 
Houston since 1957, succeeds Mr and Hon 
Horan. Mr. Lescroart joined the com kins joins 
pany in 1954. Ga., beco 
Named field manager at Houston is} in 1956. 
Victor Pash, who has been with Phoe-} since 195 
nix Mutual since 1954 at Buffalo and! at Honolt 
Syracuse. 
Northwestern National witten 
Robert E. Lourim has been 4P} era) ager 
pointed manager at Portland, OFe| pay) p ¢ 
succeeding W. Biddle Combs. Ml wonamar 
Combs, who has been general agetl} ance exp 
there since 1934, will continue in Pell the comp 
sonal production. Mr. Lourim joined] genera) ai 
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he company in 1950 and has been 
ssistant manager at Grand Rapids for 
two years. 


la newl 
souther 
Ziebart 


Berkshire Life 


Smith Insurance, a general insur- 
ance agency headed by Laurence P. 
Smith, has been appointed general 
agent at New London, Conn. The 
agency has been with Berkshire under 
a brokerage arrangement. Mr. Smith, 












superin, 


mn named Michael G. Romell Laurence P. Smith 
, Pa. He od ; 
3 and bejwho formed the agency in 1938, is a 


past president of Southeastern Con- 
necticut Assn. of Insurance Agents 
and former director of Connecticut 
Assn. of Insurance Agents. 

Michael G. Romell has been named 
general agent at Springfield, Mass. He 
began his career in the life business 
in 1951 with National Life & Accident 
at San Antonio and became _ super- 
visor of New England Life in 1955. He 
isa CLU and a director of San Antonio 
Life Underwriters Assn. 


& Powell, 
enectady 





Provident Mutual Life 
Albert R. Elmore, manager at Tampa 


] 








in Deery Isince 1958, has been transferred to 
Jacksonville in the same capacity. He 

he group joined Provident in 1957, after having 

le Soci- been with Massachusetts Mutual and 

: Connecticut Mutual. 

ppointed Robert D. Poole, who has been in 

> entered 

h Union 

s., where 

In 1952) 

yromoted 

3oston in 

mal pro- 

‘at S 

een a 

' Golde 

He haf Robert D. Poole Albert R. Elmore 

ice 1942 : ; 
the management training section since 





early 1959, succeeds Mr. Elmore. Mr. 
f Poole has also been with Equitable 
# Society. 

i} William T. Buck, supervisor at St. 
wai Louis since 1955, becomes manager 
# there. He joined the company in 1952. 
Edward D. Bliven, district super- 
f visor at Providence, R. I., is named 
district manager there. He joined 
Provident in 1956 after having been 
with Equitable Society. 





Business Men’‘s Assurance 

A. G. Haskins and Roy Y. Uto have 
been appointed managers at Atlanta 
and Honolulu, respectively. Mr. Has- 
kins joined B.M.A. in 1955 at Marietta, 
Ga., becoming district manager there 
in 1956. Mr. Uto, with the company 
Since 1954, became district manager 
at Honolulu in 1958. 


Lescroart 


lager al 
ds Mr 
he com- 


ston is 
h Phoe- 
falo and 


Kansas City Life 

William F. McNamara becomes gen- 
eral agent at Cleveland, succeeding 
Paul D. Cremer, who has retired. Mr. 
McNamara has had 12 years’ insur- 
ance experience. Mr. Cremer joined 
the company in 1940 and has been 
general agent since then. 
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Mutual Of New York 


Harvey E. Mack, 
recruiting special- 
ist and training as- 
sistant on the 
home office sales 
staff, has been ap- 
pointed manager 

me 8 at Houston to suc- 
é eo ceed Henry J. 
: Zock, who becomes 
brokerage  super- 
visor there. Mr. 
Mack joined Mu- 
tual in 1952,. later 
becoming assistant 
manager at Corpus Christi and Har- 
lingen. He has been treasurer and a 
director of Corpus Christi Life Under- 
writers Assn. and vice-president of 
Corpus Christi Estate Planning Council. 
Mr. Zock joined Mutual in 1939 and has 
been Houston manager since 1951. 





& 
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Harvey E. Mack 





Pan American Life 
R. L. Durst, regional group manager 
at Houston, has been given supervision 
of group operations in Texas, New 
Mexico and northern and southwestern 
Louisiana. He joined Pan-American in 
1953 and before that was with Amer- 


ican Mutual Liability at Chicago and 
State Mutual Life as Texas home of- 
fice agent. 

Group agents promoted to district 
group managers are Russell H. Weiler, 
Cincinnati; Walter E. Marsh, Houston, 
and Harold C. Patman, Dallas. Mr. 
Weiler has been assistant regional 
group manager at Cincinnati and be- 
fore that was with Occidental of Cali- 
fornia. Mr. Marsh joined Pan-Ameri- 
can in 1954 and since 1956 has been 
assisting in the development of the 
group underwriting department. Mr. 
Patman joined the company in April 
and before that was with Girard Life 
in the home office agency department. 


Aetna Life 


Frank H. Plaisted retired as Port- 
land general agent Jan. 1 Rodney M. 
Harpster, general agent in partnership 
with Mr. Plaisted for the past three 
years, becomes sole general agent. 


Occidental Of California 


Thomas J. Petr has been appointed 
assistant brokerage manager at Balti- 
more. He has been with Occidental at 
Baltimore since 1958. 


Massachusetts Mutual 


Lee J. Lalli has been appointed 
general agent at Salt Lake City. He 
has been in the life business for seven 
years. 

John H. Van Houten, district man- 





Lee J. Lalli 


John H. Van Houten 


ager at Yuma, Ariz., has been named 
general agent at Phoenix to succeed 
Charles A. Abair, who has resigned to 
devote his full time to personal pro- 
duction. 


GOLDEN STATE MUTUAL LIFE 
has appointed Joseph N. Johnson dis- 
trict manager at Phoenix. 











New Programming Approach 















The 


LNL’s Family Security Forecaster brings 
a new approach to programming. Designed 
as a one-interview sale, it streamlines pro- 
gramming so effectively that the Lincoln 
Life agent can present a tailor-made plan 
in the first interview. No long hours of ‘ 
office work wasted on sales tha 


Lincoln Life’s Family Security Forecaster 
is another reason for our proud claim that 
LNL is geared to help its fieldmen. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 


ren’t made. 


Fort Wayne, Indiana 
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FteNATIONAL UNDERWRITER 


Editorial Comment 


Heterogeneity Hyperproliferated 


The recent failure of the group com- 
mittees of NALU and the companies 
to agree on jumbo group limits is in- 
dicative of something deeper than mere 
disagreement over how to resolve a 
conflict of interest. It is a symptom of 
the greatly increased and still increas- 
ing heterogeneity of the life insurance 
business. 

Of course, whether you're consider- 
ing an industry or the peas in a pod, 
the question of homogeneity vs hetero- 
geneity depends a lot on whether 
you’re looking for similarities or dif- 
ferences. But even allowing for all 
that, it must be obvious that the life 
insurance business has become. so 
many-faceted a thing that life insur- 
ance people of 30 or 40 years ago would 
hardly recognize it. 

Consequently, in seeking to unite 
“the industry” on a single viewpoint 
on jumbo group, both the NALU group 
committee and the companies’ “high 
level” group committee were up against 
the dismaying problem of trying to 
get a united view from elements that 
are basically un-united. Note that we 
did not say “disunited.” They simply 
do not have as much in common as 
they did a generation or so ago. 

In some quarters the attitude is to 
deplore this increasing diversity of ac- 
tivities and viewpoints. But such an 
attitude is not realistic. The insurance 
industry does not progress toward 
greater usefulness like a _ phalanx 
marching with united step and under 
a unified command. 

Progress is the resuit of each com- 
pany doing its best to provide a product 
and service that will gain it the ob- 
jectives it has set for itself. Often dif- 
ferent divisions in the same company 
pursue goals almost as if they were 
separate companies operating under a 
general mandate from the top man- 
agement. 

In an earlier day, aggressiveness 
and imagination tended to be con- 
centrated in the field force. Today 
there is much more of it in the home 
offices than there used to be. Top man- 
agement is taking increasing respon- 
sibility for the over-all marketing op- 


eration. New ideas are being developed 
and tried in a way that would have 
made the old-time life insurance ex- 
ecutive’s head swim. 

There is much less of an “industry 
viewpoint” than in past years. Some 
mighty prominent companies, for ex- 
ample, are all for minimum deposit. 
Other highly placed insurers are dead 
against them. Some companies want 
to sell variable annuities or mutual 
fund shares as a hedge against infla- 
tion. Others consider both these forms 
of equity investment to be an inven- 
tion of the devil. 

Some life companies favor selling 
as much group insurance per life as 
they believe is consistent with sound 
underwriting. Others are fully 
as anxious as NALWU is to see a limit 
of no more than, say, 214 times salary 
imposed, and without any allowance 
for additional survivor benefits to 
widows under retirement plans. 

We have graded premiums, either 
via “specials” or others methods, and 
we have companies that want no part 
of premium gradation. We have com- 
panies that are beating the drum for 
“one-stop insurance service’ and we 
have others that regard the supermar- 
ket analogy as inapplicable to the sale 
of insurance. 

If proposals soon to be heard by a 
New York legislative committee are 
enacted by the lawmakers there, we 
may have many more life companies 
owning and operating fire-casualty in- 
surers—and many others that regard 
such an operation as anathema. 

These many kinds of proliferation 





Personals 


Francis (Pug) Lund, general agent 
at Minneapolis of New England Life, 
appears on the silver anniversary team 
of 1934 football greats in the current 
issue of Sports Illustrated. A vignette 
recalls Mr. Lund’s winning touchdown 
pass against the University of Pitts- 
burgh when he was an all-American 
halfback for University of Minnesota. 


in the insurance business can’t help 
but be dismaying to many who are 
used to an older and more homogene- 
ous order. But, like it or not, it is the 
way that progress is made. It will re- 
sult in some errors, unquestionably. 
But those who deplore it should ask 
themselves whether there is really 
anything so bad about it or whether 
it is merely a source of annoyance 
because it steps up competitive pres- 
sures to an uncomfortable degree.— 
R.B.M. 





Deaths 


ARTHUR M. HAIGHT, 67, president 
of Haight, Davis & Haight Inc., con- 
sulting actuaries of 
Omaha, died. He 
was ane actuary 
with the Iowa in- 
surance depart- 
ment from 1918 
until going with 
the consulting ac- 
tuary firm in 1921. 
He became its 
president in 1949. 
Mr. Haight was 
immediate past 
president of Con- 
ference of Actu- 
aries in Public Practice. 


HENRY W. CULMER, 76, died at a 
Salt Lake City hospital after a long 
illness. He retired from the Utah in- 
surance department in 1947. He was 
an artist, and his work in stained glass 
and miniature paintings had been 
exhibited in the National Gallery of 
Fine Arts. 


BERNARD F. PROVOL, 56, Chi- 
cago general agent for about 30 years 
for American Mutual Life, died there. 
His son, Donald H., became a partner 
in the agency with his father in 1956. 


GEORGE A. HUGGINS, senior part- 
ner in Huggins & Co., Philadelphia 
consulting actuaries and employe ben- 
efit plan consultants, died. 





Arthur M. Haight 





Massachusetts Investors Growth 
Fund reports that in the quarter end- 
ing Nov. 30 it added 2,200 shares to its 
holdings of Aetna Casualty, the total in 
that company now being 14,200, and 
there were added 5,300 shares of Con- 
tinental Casualty, bringing that in- 
vestment to 67,400 shares. Other in- 
surance holdings of the Fund are: 
Aetna Life, 66,667 shares; National 
Life & Accident, 56,000; Travelers, 
12,500, and Washington National, 12,- 
000. 
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Stocks 


By H. W. Cornelius of Bacon, Whipple & © 
135 S. La Salle St., Chicago, January 5, 196¢ 




































Bid Aske¢ 
$ $ 

Aetna Life 8534 878 
Beneficial Standard ........ 15 16 
Business Men’s Assurance .. 40 41! 
Cal.-Western States .......... 117 
Commonwealth Life ... 23 
Connecticut General ... 359 
Continental Assurance 160 
Franklin Life .............0 86 
Great Southern Life ................. 85! 
Gulf Life 21 
Jefferson Standard... 100 
Kansas City Life ....... 1440 
Liberty National Life 64 
Life & Casualty ....... 23 
Life of Virginia ..... 53 
Lincoln National Life 252 
National L. & A. ........... 116 120 
North Americen, II. 15 16 
Nw. National Life ...... 99 103 

Ohio State Life ... 325 350 
Old Line Life .......... 72 80 
Republic National Life .... 83 86 
Southland Life ....... 98 102 
Southwestern Life .... .. 60 63 
Travelers 842 86 
United, Il. 4512 47 
U. S. Life 43 45 
Washington National ................... 56 58 
Wisconsin National Life ............. 40 42 


College Faculties’ 
Insurance Plans Are 


Covered In New Book 


“Retirement and Insurance Plans if 
American Colleges,” published by Co! 
lumbia University Press, is an authori 
tative work that brings up to date th 
progress of the past 10 years in pro 
viding adequate retirement and insur 
ance plans for professors and _ staf 

































president of Teachers Insurance 
Annuity, and College Retirement Equi 
ties Fund, and Francis P. King, 
search officer of these insurers, th 
book covers programs in effect 2 
approximately 1,000 private and publi 
institutions of higher education across 
the country. 


One-Third Have Major Medical 


Of particular interest to men in th 
insurance business are the chapters 0 
the various life, hospital-surgical-me¢ 
ical and major medical plans that hav 
been developed. Introduced a decad! 
ago, major medical expense insurant 
is now in effect at about one-third 0 
the country’s universities. Also dis 
cussed are the short- and long-te 
disability income protection program 
which are yet in their infancy. 

The authors analyze the provision 
that make up these various plans abi 
present a wealth of statistical inform 
ation on the benefits now in operation 
the plans include those of the TIAA; 
CREF, state teachers and public em 
ployes, agency insurance company) 
self-administered and church reti 
ment. In addition to the chapters deal 
ing with insurance, the administratio 
and financing of such programs 
discussed. “Retirement and Insuran 
Plans in American Colleges” serves 
an excellent guide and valuable 


a 


a 


ference book in the specialized field i 


providing insurance and retlremet 
benefits in the area of higher educa; 
tion. 
Buffalo Executive Secretary 

Mrs. Claudine Rogers has been ap 
pointed executive secretary of Buffali 
Life Underwriters Assn., succeeding 
Mrs. Estelle Spencer, who resigned 
after many years in the post. 
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‘Round The Table, 
MDRT Newsletter, 
Makes Its Debut 


é 2 ‘Round the Table, Million Dollar 
i Askeq Round Table Newsletter, made _ its 
s | debut this week. 

MDRT~ Chair- 
16) man Robert S. 
117) Albritton, Provi- 
dent Mutual, Los 
Angeles, said the 
new publication is 
designed to keep 
21) members up to 
date on Round 
Table activities 
23) and insure better 
3) communica- 
252) tion between the 
Round Table and. 
the life insurance industry. 

3507” “We plan to issue the newsletter 
only when the need for it is indicated,” 
102) he said. “We won’t have a regular 





Arthur F. Priebe 


) 63) publication schedule at first: that way, 
ing a we can publish ’Round the Table only 
2 


when we have something of special 
5g. interest for our members and friends.” 
42 The four-page publication was cre- 
ated by the MDRT public relations 
' committee, headed by Arthur F. Prie- 

be, Penn Mutual Life, Rockford, IIl., a 
| past chairman of the Round Table. 
' Besides distribution to MDRT mem- 
| bers, "Round the Table will be sent to 
Plans jf life co.npanies, insurance commission- 
1 by Co ers, local and state life underwriters 












authori, associations, other life insurance or- 
date th) ganizations, and the life insurance 
in pro, trade press. 

align Contents Of First Issue 

s 

jucatio The first issue reminds members of 
eenoug the previously announced change in 
“ance qualification date deadline from March 
nt Equi 15 to March 1, gives additional details 
‘ing, re on the annual meeting to be held in 


‘ers, th Hawaii in May, asks applicants for 


ffect » Membership to cooperate in getting 
1d. publi their applications in early, complete 
n acros; and error-free, and suggests use of 


community newspapers, alumni news- 
letters and the like as publicity media 
| for 1960 qualifiers. 

A message from Chairman Albritton 
pters og answers a question that some members 
-al-medd have brought up in connection with 
hat hav’ the Hawaii meeting: Instead of living 
1 decad! at the Hawaiian Village Hotel, where 
1surane the meeting will be held, will members 
-third «| be permitted to stay at other hotels so 
lso diss as to be with their wives, since MDRT 
mg-tern) Tules forbid wives staying at the 








rogram) meeting hotel? 

The answer has to be no, says Mr. 
rovision| Albritton and tells why: 
lans - “Many of our members did not 
inform) complete their ‘million’ until Decem- 
eration ber. Consequently, they will not re- 
. TIAA ceive approval of their qualification 
Jlic em) until March, or even early April, 1960. 
ompany, “To secure the cooperation of the 
- retire Hawaiian Village Hotel, in holding the 
‘rs deal) Space required, it was necessary for 
istratio, US to make specific commitments to 
ams any the hotel. 
surance “Our members have repeatedly in- 
erves a dicated that one of the principal rea- 


ible | sons for attending an MDRT annual 
field 0), Meeting is the opportunity of visiting 
Yremen) with other members in attendance. 


- educa, Naturally our members would not 
have the privilege of visiting with you 
if you were staying at a different hotel. 

“Therefore the executive committee 
een ap} feels it is necessary for all those at- 

Buffald tending to live at the Hawaiian Village 

‘ceeding Hotel during the entire meeting. This 

resigned Will contribute to the success of the 
meeting for all.” 
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Deiroit Agents Get 
Gutmann Version Of 
Association Group 


Association group was scored as be- 
ing one of the biggest dangers in the 
group field by 
Harry K. Gut- 
mann, Mutual of 
New York agent 
at New York, who 
addressed mem- 
bers of Detroit 
Assn. of Life Un- 
derwriters. 

One of the plans 
he had in mind 
was that of Amer- 
ican Bar Assn. 
whose _ coverage 
per member is be- 
ing increased from $20,000 to $40,000 
on a non-medical basis, with $10,000 
on employes. If agents are going to 
survive, he said, they must ride this 
“bicycle built for two”’—the individual 
and the group sale. 

Mr. Gutmann, who is president of 
New York State Assn. of Life Under- 
writers, attributed the exploitation of 
group to the lack of harmony among 
companies. They don’t work together 
because they operate so differently and 
because anti-trust laws interfere. Men 
in the home office have different ob- 
jectives, e.g., some want only to leave 
a good record behind them when they 
retire. 

Because companies which entered 
the group business early have covered 
the market, late entrants have had to 
look for new markets; hence, associa- 
tion group. Furthermore, he said, home 
offices really don’t know how their 
agents feel about the situation. 

Mr. Gutmann also commented on the 
self-defeating fears which beset 
agents. One is the self-imposed fear 
about the public’s attitude toward life 
insurance and the agent. With a half 
trillion dollars of life insurance in 
force, agents underestimate the pub- 
lic’s attitude, he remarked. 

Another fear is that of competition. 
He said this leads an agent into the 
fatal error of quoting preferred risk 
rates and net cost. This is responsible 
for the increased volume of term and 
for the development and misuse of the 
minimum deposit policy. “This is all 
a fear of failure—the fear that we 
won’t make the sale,” Mr. Gutmann 
declared. 

To dispel these fears, he said that 
“we have to overcome an inability and 
a lack of ambition to get more from 
life than what an ordinary perform- 
ance will do for us ... You have to 
want to be somebody. Otherwise, life 
loses a great deal of its challenge and 
excitement.” 


N. Y. C. Agents To Hear CPA 
Discuss Selling To Sole 
Proprietorships, Partners 


The educational meeting of New York 
City Life Underwriters Assn. in the 
Sun Room of the Hotel Edison, Jan. 14, 
will have as speakers Peter Elder, 
member of the certified public account- 
ants firm of Peat, Marwick, Mitchell & 
Co., and Joseph J. Gerritse, agent of 
New York Life. 

Mr. Elder will discuss “Opportunities 
for Selling Life Insurance as Seen by 
an Accountant,” and Mr. Gerritse will 
describe “How I Live Life Insurance.” 
Mr. Elder will explain some of the 
opportunities for selling life insurance 
to sole proprietorships and members 
of partnerships. 





Harry K. Gutmann 








We'll Add Term fo Term 


~~ Yes, 


Some folks shy away from writing Term, except perhaps as 
a rider on a so-called “permanent” plan. But not us. 


We'll write Term on almost any sound arrangement that 
will do a needed job for the insured. That means Term 
alone — or Term on Term — or even Decreasing Term on 
Decreasing Term! 


Our Income Protection plan is straight Decreasing Term of 
10 to 50 years’ duration, issued as policy or rider. As a rider, 
you can add it to “permanent” and level Term plans or 

even to a Decreasing Term (Income Protection) policy. 


Look what this opens up. Like the case of the man who 
wants his widow to have $200 a month to age 65, plus 
$50 a month for each child until grown. One Income 
Protection policy, plus an Income Protection rider for each 
child, does the job neatly, inexpensively. 


We'll issue it substandard, or if he qualifies, add a Disability 
Income provision. And it’s all convertible — 

all the way to age 65. 

Yes, we issue Term on Term. Why? Because that’s what it 
takes to do the job some men want at a price they can pay. 
It means a lot of peace of mind per premium dollar! 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles/W. B. Stannard, Vice President 


(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


We pay Lifetime Renewals...they last as long as you do! 
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P OPERATION 
FACELIFT 


OPERATION FACELIFT is Life of Georgia’s continuing 
construction program bringing the finest service facilities 
possible to the communities it serves. Since 1949, some 67 
company-owned district office buildings have been built in 59 
Southern cities at a cost of over four and a half million dollars. 


LEE peat 


sys 
aX or GEORGIA 


SERVING THIS FAST-GROWING 
REGION SINCE 1891 
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Calls Federal Supervision Less Imminent 


(CONTINUED FROM PAGE 9) 
derwriters decision the federal anti- 
trust acts first became fully applicable 
the business of insurance. Later, 
with the enactment of public law 15, 
their application was stayed “to the 
extent that such business is not regu- 
lated by state law’ with the excep- 
tion of the boycott, coercion and in- 
timidation provisions of the Sherman 
act. 

This 


standing job has been 
strengthening state laws and 


to 


intended to apply, not precisely 


continuing legislation. 

The anti-trust laws were de 
to regulate general practices co 
states with the to all businesses, as 


has left the 
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burden of compliance. Though an out- 
done 


ance departments, the exact manner 
in which these anti-trust statutes were 


in them, has been the subject of still 
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NORTH AMERICAN 


FOR LIFE, ACCIDENT AND HEALTH INSURANCE 


Over $600,000,000 life insurance in force 


A dramatic Life Insurance oppor- 


directors— qualified men whose 
financial aspirations are consis- 
tent with assured growth. Write in 
confidence to Allen V. Dowling, 


President. 


HieNATIONAL UNDERWRITER 


from insurance procedures. In any 
event, their effect has been consider- 
able, but they have presented more 
problems for other lines of insurance 
than for life insurance, with the ex- 
ception of the Federal Trade Commis- 
sion act, especially up to the time of 
the American Hospital and National 
Casualty decisions last year. 

There is no clear indication that 
complete federal supervision of the 
life insurance business is at hand, al- 
though the mandate in public law 15 
represents a constant threat which 
must never be taken lightly. Except in 


in 
insur- 


stated 


signed 
mmon 


7 ot Ol PS Se Ol ee 
FROM CHICAGO 


THE 


COMPANY 


(Since 1886) 


Formerly 
NORTH AMERICAN 
ACCIDENT INSURANCE COMPANY 


Presents 


ty for 12 key regional sales 


CHICAGO 4 « ILLINOIS 






January 9, 164 


certain peripheral areas the tendency 
on the part of Congress has been tg 
leave the direct regulation.of essen: 
tially insurance operations to_ the 
states. 


Purity Has Been Violated 


Although there are numerous in, 
roads upon the absolutely pure con, 
cept of state supervision of the busi 
ness, these have followed a differen 
course than the attempts to impo 
federal regulation during the peri 
up to the time of the Armstrong in 
vestigation. Most of these proposa 
were aimed at regulation by the fed 
eral government to the exclusion 0 
the states with the establishment o 
an administrative division charg 
solely with that purpose. 

Those in insurance who favor 
such an approach at that time coul 
not have conceived the total effe 
which federal regulation has come t 
have on various members of the busi 
ness community in the past 25 year: 
The indirect regulation which the in 
surance business receives from th 
federal government, in the ways dis 
cussed in this paper, is far greate 
than that envisioned by the champions 
of federal supervision in the early 
days. 


Not So Close Now 


Nevertheless, partly because so many 
federal statutes have become applica- 
ble to insurance, the direct supervi- 
sion of insurance by the federal gov, 
ernment is probably not as close nov 
as it has been on a number of occa, 
sions in the past. This is also due ti 
the improvement in the quality oj 
state supervision. 

Notwithstanding the apparent lack 
of a serious threat of comprehensivéd 
federal intervention at this time, those 
who think of insurance as being reg: 
ulated only by the states are entertain- 
ing an illusion. The federal system hag 
had an extremely large impact upon 
life insurance in recent years. 

The gradual applications of statut 
and administrative practices by feded 
al governmental departments whic 
are either clearly regulatory or hav 
the implications of regulation is havi 
the effect—more than is generally r 
alized even by informed persons—o 
extending federal control of the lif 
insurance business and thus, by in 
direction, effectively regulating man 
of its practices. 






























Spokane General Agents 


Elect Smith President 


Spokane General Agents & Man- 
agers Assn. has elected James M 
Smith, John Hancock, president, suc: 
ceeding Walter J. Shields, Equitabld 
Life of Iowa. Other officers are R. H 
Moffett, Manufacturers Life, vice’ 
president, and Paul Garrett, Ohio Na- 
tional, secretary. 


a Service Guide» 


ACTUARIAL COMPUTING 
SERVICE, INC. 

1389 Peachtree Street, 

N. E., Atlanta 8, Georgia, 

P.O. Box 6192, Tel. 

TRinity 5-6727. 


























Over $600,000,000.00 in force 








CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 


30 N. LaSalle St. Chicago 2, Ill. 


Financial 6-9792 
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tendency 
s been tg 
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of essen fess Insurance As Investment, 


; to the 


(CONTINUED FROM PAGE 1) 
erous inj jnvestment return equal to our 4.14% 
pure cONJ rate, even if he had but a modest 
the busi jncome, would be subject to a tax of 
differenj 90%,’’ Mr. Slichter observed, “and his 
Oo impos investment rate of return on person- 
ne period ally owned stocks and bonds would be 
strong injreduced from 4.14% to 3.31%. You 
proposals will recall that the interest rate used 
the fedjin computing our 1960 dividend was 
slusion 0§3.65%. .. . 
hment of “The cost of operating two highly 
chargeg skilled professional investment organ- 
izations in Northwestern—mortgage 
) favored and securities—is very low in terms of 
ime coulg gross income. It’s far, far less than in 
many mutual funds or trust accounts, 
and the results produced are superior. 









argins Become More Important 
“These margins become increasingly 


Northwestern for sound, sure and far 
better than average gains. We must 
make ourselves and our results better 


eral gov4 invested in common _ stocks—directly 
close noW or indirectly—they also invested $15 


: actual ratio is 15 to 1 in favor of fixed 
uality Of income investments! The stock mar- 
ket with its glamour and newspaper 
rent lack} headlines and mutual fund sales spice 
rehensivd has not pulled the rug out from our 
me, thosq market. Indeed not!” 


_— Gained Every Month 


ntertain- ss 
rstem hat Mr. Slichter said every month of 
act upon 1959 showed a gain over the corre- 


sponding month of 1958. May, dedi- 
cated to Grant L. Hill, who was re- 
tiring as agency vice-president, passed 
the $100 million mark. December’s $90 
million of paid business was 19% 
ahead. 

The company’s record of increase, 
he said, was more than three times 
the rate of gain in ordinary life sales 
for the entire industry. 

Dealing with Northwestern’s divi- 
dend record, Mr. Slichter said it has 
produced “the best net cost results in 
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the industry.” A life paid-up at 65 
policy issued in 1949 at age 35 showed 
a projected dividend, he said, of $77 
per $1,000 for 1960. The actual divi- 
dend paid is $106.30, 38% mere. 

“The public talks about the rising 
costs of automobiles, doctors, housing 
and what not,” said Mr. Slichter. “Are 
we doing a good job in telling dis- 
criminating potential buyers of life 
insurance of our very favorable re- 
sults? More for less money? People 
like that kind of a buy in tangible 
goods—house or automobile—and I 
am sure the best for the lowest cost. 
It’s our job—yours and ours—to see 
that they do!” 

Harold W. Baird, superintendent of 
agencies, talked on the application of 
psychology to selling life insurance. 
He feels that a response to direct 
stimuli and especially a withdrawal 
from pain have conditioned prospects’ 
responses to the life insurance agents. 

He suggested that the agent keep 
his eye on the positive aspects of 
insurance, especially on these points: 

—The man with adequate life in- 
surance is free to spend on luxuries 
with a clear conscience, because he 
has taken care of the essentials. 


Cheapness A Problem 


—tThe desire not to buy the cheapest 
policy available is especially a prob- 
lem for Northwestern Mutual, which 
often does have the cheapest policy. 
He suggested that the positive aspects 
of low net cost be stressed. 

—The desire of people to live for- 
ever but never to be old is a relevant 
factor. Agents are not appreciated 
when they bring up the point of old 
age and death. Mr. Baird suggested 
that life insurance, in a sense, is a 
kind of knocking on wood, a protective 
magic, which people irrationally try to 
fend off. Although this is purely ir- 
rational, the agent may use it to his 
advantage, not just as a lucky charm 
but rationally, in the sense that man 
continues his influence after his death, 
through life insurance, remembered 
by his heirs as a man who did the 
right thing. In a sense it is a guaran- 
tee, by contract, of remembrance. 

The painful spot of old age must be 


“Wish he’d stop mumbling about the lack of a competitive 
policy and check with Anico instead.” 


av 4 
G7 ner oto 


ANICO SALES: LEADERS 


Econ-0-Master Family Policy 
Econ-0-Parent & Children Plan 
Ladies Special Policy 
Preferred Premium Life 
$25,000 Executive Special 
Gtd. Renewable A & H and H&S 
Policies 
Non-Medical to Age 45 
Annuity Conversion Rider (free) 
Equity Builder Policy for Pension 
and Profit-Sharing Plans 
(Ask about other specials) 


OPENINGS EVERYWHERE IN 
TERRITORY FOR REPRESENTATIVES, 
BROKERS AND SPECIAL BROKERS 


Inquiries about these or other open- 
ings for those with special qualifi- 
cations and experience will receive 
prompt attention and answer. For in- 
formation address: COORDINATOR 
OF SALES 


AMERICAN NATIONAL 
INSURANCE COMPANY 


GALVESTON, TEXAS 


OVER 5 BILLIONS OF 
INSURANCE IN FORCE 
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touched on. Mr. Baird suggested that 
a life annuity should be considered as 
“pre-purchased time,” leaving retired 
people without worry. 

-—-What do young men want? Pri- 
marily to prove stability, foresight, 
masculinity. The Northwestern ad- 
vertising campaign, “Faces of Destiny,” 
using industrial leaders who have 
Northwestern policies, should be used 
to advantage. Everyone wants to be a 
successful, foresighted planner like the 
leaders of industry. 


Relieves Inadequacy Feelings 


The data on life insurance owner- 
ship compiled by Northwestern’s agen- 
cy department show what is “right” 
and conforming. The _ psychological 
point is that man does not buy life 
insurance for his children alone but to 
relieve the feeling of inadequacy. The 
feeling of inadequate education or 
business achievement augments the 
feeling that he wants his children to 
do better. 

—The problem of women is a separ- 
ate one. Women are basically more 
interested in security than men but a 
woman tends to think of security in 
terms of romance. She will be against 
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insurance, in so far as it suggests that 
she must provide against the con- 
tingency of never having romance. The 
agent must therefore stress joint pro- 
tection of the family for the benefit 
of the children, and treat the wife as 
a full partner in the family. 


Sole Proprietors Hard To Sell 

—Psychology in business. Mr. Baird 
said that no one he knew claimed to 
be good at making sole proprietor 
sales, in spite of the fact that sole 
proprietorship is a common business 
setup. The reason may be that men 
expect a business to be a monument 
to themselves, existing after their 
death. Perhaps the best way to handle 
it is to concentrate on plans to per- 
petuate businesses instead of liquid- 
ating them. 

Hugh G. Thompson Jr., Charleston, 
W. Va., spoke on sales techniques and 


psychology. 
“We don’t use the same golf club 
for every shot,” he said, “but we 


always have the same aim—to score 
well.” 

Mr. Thompson said that if after 
two years the agent is not selling 
seven or eight people out of 10 inter- 








the entire insurance industry. He is truly the man who is “out 


in front.” 


This is why we carefully choose and thoroughly train every 


Bankerslifeman. He is taught to take a professional view of his 


knowledge of life insurance and its many uses so he may have 


both the desire and the skill to give competent counsel and 


service. 


A Bankerslifeman knows he is “out in front” in another way— 


new ideas to fit the changing needs of the public. He is proud to 


say he ‘vas the first to carry the now popular Guaranteed Pur- 
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A Bankerslifeman is our contact with the public. The impression 
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work—service becomes his watchword. He is given a thorough 


he knows his Company is one of the true pioneers in developing 


chase Option and the Wife Protection Rider in his brief case. 
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views, he is either not qualifying his 
prospects or he is using the wrong 
sales techniques. He suggested the 
following points: 

—Don’t start with cost comparisons. 
Sell yourself first. 

—Get on a first-name basis. Enjoy 
the meetings. 

—Develop the “you” attitude. 

—Make the prospect understand 
your product. 

—Make insurance solve a problem 
or satisfy a need, then show bargains. 

—Have confidence in yourself and 
control the interview at all times. 


Good Property To Own 


—Insurance is a good property to 
own. It provides an excellent way of 
borrowing money. Mr. Thompson 
showed how with life insurance as 
collateral loans are especially cheap 
when they can be taken off income 
tax. 

Raymond C. Hurd, Syracuse, said a 
new agent should plan to sell at least 
50 lives a year, should stick to funda- 
mentals, control his time, and em- 
phasize keeping orderly records. 

Donald W. Castle, Newark, said a 
beginner should remember that his 
own income problem is a definite one 
and he should plan to get definite 
commitments for premiums to cover 
that income in his early years. 


Anti-Term Device Used 


Stephen A. Gilles, Utica, N. Y., 
speaker at the luncheon for men less 
than two years in the business, told 
how he deals with the prospect who 
wants to talk about buying term in- 
surance and investing the difference in 
a separate fund. He puts the pen in 
the prospect’s hand, tells him to sign 
the application and “we’ll talk about 
term insurance tomorrow.” 
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“In other words,” he said, “don't 
give the buyer a course in insurance.” 

He also suggested, “Put a_stop- 
watch on yourself and see how little 
time you really spend in the life 
insurance business.” 
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Fitzgerald Final Speaker 


The meeting was the occasion of 
Chairman Edmund Fitzgerald’s final 
talk to a Northwestern Mutual region- 
al meeting. 

“It has been a long course for both 
of us,” he said. “I would, however, be 
ungrateful and wholly without grace 
if I failed to thank you for the privi- 
lege of this business association and 
this experience of friendship. 

“No one could leave a job which | , 
shall do as of April 1 more apprecia-fat app 
tive of his good fortune in spending anufact 
so much of his business life in this#f 19 2 
company and with its people. No onewould pr 
could look forward with more antici-jad that 
pation to the enjoyment of somethingfhould be 
long neglected or with more confidence udy er 
that much of his future pleasure willgstem 1 
be in learning of your and the com-# May CX 
pany’s progress. You know, I havefon whic 
had a wonderful time!” om an 

Other talks will be reported in next , har 
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Ind. HO Underwriters, Actuarie 
To Hold Joint Meeting Jan. 13 
The next meeting of Indiana Home 
Office Underwriters Assn. will be 
held jointly with Indianapolis Actuari- 
al Club on Jan. 13 at the Athenaeum 
in Indianapolis. Chester Barney, vice- 
president of underwriting; Dr. John 
Pearson, medical director, and Fred 
DeBartolo, assistant actuary, all fromGeneral F 
the American United Life, will discuss In mos! 
the new build and blood pressure y for cc 
study with regard to the tables pre-fionics hz 
sently used for rating classificationsjig his gq 
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jthout some understanding of the 
sts, risks and gains involved. There- 
re, it is usually too much to expect 
at a single meeting will suffice to 
et these objectives clearly estab- 
shed. 

5. The process of consciously estab- 
hing objectives will often over- 
me the bias of the group originating 
e interest in electronics. To illus- 
ate, when the interest in an EDP 
stem has arisen in an accounting 
epartment, the planning for installa- 
ion may easily become weighted to- 
ards the acounting areas. It may be 
at applications in the engineering, 
anufacturing or sales departments, 
i@r in a combination of departments, 
ould provide a much greater return, 
;fnd that the electronic installation 
ould be anchored upon them. If the 
udy group is trying to “justify” a 
stem in the accounting areas only, 
may come up with a recommenda- 
on which leaves much to be desired 
om an over-all viewpoint. On the 
ther hand, if the group attempts to 
d is free to give wider scope to its 
vestigations, the importance of other 
pplications would be recognized, and 
rather different system might be 
fecomniended. 

6. The process of establishing or 
lelping to establish goals and objec- 
ives helps to educate management in 
‘DP and to provide a sound basis for 
both the support and the critical eval- 
lation which it should supply. 
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In most companies, the responsibil- 
y for conducting the study of elec- 
agar onics has fallen upon the controller 
ficationsing his department, or upon a steer- 
committee consisting of the con- 

ller and the heads of departments 
hich might be affected by EDP in- 
tallation. Where there has been a 
ice-president of administration, he 

as sometimes been made the “lead 

an,” particularly when several de- 
), ments are involved. Less frequent- 
, an operating vice-president is given 


a he responsibility. Since the major 


(CONTINUED FROM PAGE 5) 


troller has historically been responsible 
for introducing and operating most 
large scale mechanized systems, the 
assignment of major responsibility for 
the study to him is neither surprising 
nor illogical. 

The controller, or other corporate of- 
ficers, because of their lack of exten- 
sive knowledge of the capabilities of 
computing systems, and the heavy de- 
mands on their working time, will, of 
course, not personally undertake the 
study but will in turn delegate this 
responsibility to others. In most com- 
panies, the person chosen to head the 
study group appears to have had the 
following characteristics: He is either 
a person from within the company 
with a systems or organizational flair, 
a knowledge of mechanization proce- 
dures and an interest in or knowledge 
of computers, or he is a person spe- 
cially hired from outside with much 
the same qualifications, except that 
there is more emphasis on his comput- 
er knowledge. 

He has executive and administrative 
ability, and is articulate and forceful. 
He generally reports either directly 
to the controller or to an administra- 
tive or operating vice-president of the 
company, and is given sufficient au- 
thority to be able to obtain the time 
of middle and lower management per- 
sonnel and to talk to them at their 
own level. He is generally able to 
reach top management by reporting to 
them through an electronics commit- 
tee which can help resolve at least 
some of the many “political situa- 
tions’? which seem to exist in almost 
every company. He attends courses, 
seminars and reads extensively to im- 
prove his knowledge of all aspects of 
computer operations and applications. 

During the study he will have from 
three to five persons assisting him. 
They will generally be chosen from 
within the company, from the areas 
which is felt might be converted to 
EDP, and from the systems and tab- 
ulating machine groups, if such ex- 
ist. They usually have been earmarked 
for promotion to junior management 
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utomation Study Shows Need Of Planning, Human Relations 


study indicates the company should 
proceed with the installation of EDP 
equipment, this group should, and 
most often does, take over much of 
the responsibility for the installation. 

Outside consultants are often en- 
gaged in the decision-making study, 
serving as advisers to the study group 
and/or management, or assuming vir- 
tually full responsibility for the work. 
In spite of their lack of familiarity 
with the specific company and some- 
times the specific industry, they often 
have a great deal to offer—a wide 
knowledge of methods and computing 
systems in a variety of business situa- 
tions, specific training in the art of 
making electronic studies, greater 
freedom in crossing organizational 
lines, etc. Perhaps most important of 
all is their objectivity, their inde- 
penderice of that personal or depart- 
mental bias which consciously or un- 
consciously leads a surprising number 
of groups to arrive at dubious conclu- 
sions. Finally, they decrease the reli- 
ance which the company must place 
on the equipment manufacturer and 
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his technical representatives tor infor- 
mation which company people often do 
not have the training and experience 
to evaluate. 

Once it is decided to undertake a 
study, it should be carried out with 
great care. An elementary or superfi- 
cial study may produce an incorrect 
answer or a theoretically right yet 
greatly oversimplified answer which 
may set the company off on a most 
undesirable course of action. The study 
should be performed primarily as an 
analytical inquiry into the company’s 
operations and only secondarily as a 
means of answering the question, 
“Can we use a machine?” If this is 
not done, the study tends to lose its 
objectivity, and many areas of diffi- 
culty may be brushed aside with un- 
fortunate results later. It is much 
easier to be realistic at this stage, 
when the degree of company risk is 
small, than to face up to an ineffi- 
cient and uneconomic patchwork op- 
eration after the computer has been 
delivered and installed. 

The major questions to be answered 
by the successful study are operation- 
al feasibility, economic attractiveness, 
initial and subsequent areas of appli- 
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cation, ete-—and the reasons for their 
importance are quite clear. Several 
other questions, which sound rather 
routine, should also definitely not be 
overlooked: 

1. Is a system which meets the tests 
of operational feasibility, economic 
attractiveness, etc., acceptable to the 
supervisory personnel and manage- 
ment group who are to work with it? 
Stated in another way, do the super- 
visory and management personnel 
really understand enough about what 
they are improving “in principle” so 
that they will not later reject the sys- 
tem “in practice”? 

2. Is the machine delivery geared to 
a realistic systems development sched- 
ule rather than to the manufacturer’s 
machine availability schedule? 

3. Is the company capable of as- 
sembling (and willing to assemble) a 
staff with the ability necessary to 
carry out the program? 

These are not easy questions to an- 
swer, often rather unpleasant to face 
up to, but, as both successful and un- 
successful installations in many com- 
panies amply indicate, questions which 
will have to be answered whether or 
not they are ever openly asked. They 
are also questions which are far bet- 
ter answered by a top-flight group 
during the decison-making phase than 
in the heat of coping with problems of 
detailed development and installation. 


Need For General Understanding 


The success or failure of an EDP 
installation depends to a greater ex- 
tent than many EDP groups would 
like to admit, upon the understanding 
and cooperation received from top 
management and from the key indi- 
viduals throughout the company who 
are affected by the new method of 
electronic data processing. Good work 
by the EDP group in the technical as- 
pects of the project is not enough. 

Failure to appreciate the impor- 
tance of an _ educational program 
which reaches many levels and groups 
of officers and employes, has often 
had serious consequences. 

In one company, for example, every 
proposal for an EDP application was 
promptly matched by a counterpro- 
posal to perform the same work on 
tabulating equipment. The tabulating 
supervisor had not been consulted by 
the EDP group during its investiga- 
tions, had little concept of the way in 
which the computer would operate, 
and was seriously concerned that it 
would not satisfactorily perform the 
required work. Since top management, 
as well, did not really understand the 
workings of the proposed EDP sys- 
tem, it felt it was necessary to evalu- 
ate fully all the counter proposals 
which the tabulating machine super- 
visor suggested. This resulted in pro- 
tracted conferences and became a very 
costly diversion of time and effort by 
both the EDP and the tabulating 
group. All this took place in spite of 
the fact that a careful preliminary 
study had shown that the use of EDP 
equipment was desirable. The most 
effective single factor in improving the 
situation ultimately proved to be a 
course of instruction in EDP opera- 
tion attended by the tabulating super- 
visor. 


Further Examples 


In another company with an inade- 
quate educational program, the EDP 
group, after a fairly long but unpub- 
licized study, produced a series of 
charts showing how the work could be 
performed on the electronic equip- 
ment. During this study, it reviewed 
the charts with the department heads 
to see if they were accurate and com- 
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plete. In almost all of the departments, | 
the supervisors, having but a hazy Insure 
idea of the capabilities of the equip-— dus 
ment, agreed completely with the} n 
work flow outlined in the charts. They) Heqr | 
even went so far as to initial the’ (ce 
charts to signify their approval. Based . : 
on these charts, the EDP group made UVe and 
cost and savings estimates and pre- point,” 
sented its report for management ac- eVeF: be 
tion. The report was accepted and, months 1 
when the programing was complete, emms vat 
the computing system which the books od 
group had recommended was installed. actuaria’ 
Work began to flow from it. Almost employe’: 
without exception, the departmental Petition | 
supervisors declared their dissatisfac- 44 ae 
tion with the product they were re- wil _ 
ceiving. porting 1 
Extra requirements were added ny Aes 
which meant that the program had to sel : 
be altered with great frequency. Man- a 1 
agement had virtually no knowledge S109 © 
of the length of time required to pre- ——_ 
pare the original programs and the the diffi 
difficulties involved in constantly re- tT , “i 
vising them. It, therefore, not only sup-,|"° at 
ported the departments in their re-’ - ” 
quests for extensive and immediate Be — 
changes, but even brought pressure . 
upon the EDP group to develop still |‘UZ4°¢ 
further applications. The old _ pro- sag 
grams, under constant change, be- “11? 
came patchwork with a high error Speakir 
rate, low efficiency, and a computer (Dan M. 
usage far beyond initial expectations. sylvania, 
The general picture became one of a ming, “ 
management highly dissatisfied with Welfare | 
computer operations. Lack of an ade- the predi 
quate educational program was large- ‘Utity tha 
ly responsible for this condition. tuary soc 


HEW, had 
Fear For Jobs morning. 


Among other undesirable conditions 
for which a lack of training, educa- arom 
tion and orientation is largely respon- HEW’s | 
sible is the drop in morale in the af- the proble 
fected departments when the aims of velopment 
an EDP program are not announced Flemming 
and company policy is not clearly de- uing explc 
fined. People fear for their jobs, un- some prog 
pleasant rumors spring up, turnover said. “The 
increases, and a period of inefficiency If it is, a 
and instability ensues. A forthright|applied. A 
statement of what is hoped to be|lpartment 
achieved through the use of EDP /develop o1 
equipment, and, to the extent possible, /Congress.”’ 
an assurance that no one presently} OASD i: 
employed will lose his or her job be- /ment’s ove 
cause of the installation of the equip- jthe Secre' 
ment, will help to avoid this difficulty. ftion must 

A frank admission of the difficul- fit, particul 
ties of conversion and the inefficien-|pendency. 
cies which are present in almost allfen to wha 
installations during the early operat-/states to i 
ing stages is also most valuable. It is |rehabilitati 
one thing for a company to undéer- ition is be 
stand that problems and _ difficulties jand appror 
in the initial stages are normal and ‘to make 
will be worked out in due course; it |prevention 
is quite another for key executives to| 
evidence anger and concern that the | 1960 Budge 
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rtments, 

a hazy Jnsurance Not Low-Pay 
ith’ the dndustry, Teachers 

ts. They Hear At Annual Rally 
tial the (CONTINUED FROM PAGE 2) 


: — tive and cannot | be reported at this 
nd pre- point,” Mr. McGill said. It will, how- 
ent ac- ever: be revealed within the next 12 
ed and months in a series of five books cov- 
ymplet a ering various phases of the study. The 
ch the ‘books will cover present regulation; 
istalled actuarial soundness; legal status of 

Almost ‘employe’s. rights; the impact of com- 
tmental petition on the security of benefits, 
atisfac. and a master report. 
ere re. William Alrich, the Spectator, re- 

porting for the AAUTI census com- 
otal Imittee, noted that it had been able to 
had to “sell” the Bureau of Census on making 
ichanges that would develop sub-divi- 
“sional classifications in the “insur- 
nce” occupational classification for 
the 1960 census. Present census data 
are difficult to use because there are 
“Ino such sub-classes. It is not even 
“possible to separate home office and 
field men, he said. 

A scheduled report on health in- 
surance cost problems was omitted 
because of the illness of the research- 

er, William H. Wandell, Nationwide. 
~ | Speaking at the first day’s luncheon 





tations. ming, Secretary Health, Education & 


+4, Welfare Department, echoed many of 
" the predictions in store for social se- 
_ curity that Robert J. Myers, chief ac- 
tuary social security administration, 
HEW, had voiced in a talk earlier that 
morning. 
ditions yy program Developed 
educa- 
respon- HEW’s exploration of approaches to 
the af- the problem has not yet led to the de- 
ims of velopment of a sound program, Mr. 
ounced Flemming admitted. “We are contin- 
rly de- uing exploration in the conviction that 
oS, UN- some program must be developed,” he 
rnover | said. “The problem cannot be ignored. 
iciency If it is, an unsound solution may be 
thright applied. As of now, the executive de- 
to be|ipartment has no conclusion but will 
f EDP ldevelop one in the coming session of 
ossible, |Congress.”’ 
esently| OASD is only a part of the govern- 
ob be- jment’s over-all social security program. 
equip- jthe Secretary declared. More atten- 
ficulty. ition must be given to other phases of 
ifficul- fit, particularly the prevention of de- 
ficien-fpendency. Consideration is being giv- 
ost allfen to what can be done to encourage 
yperat- states to improve health, welfare and 
>. It is rehabilitation, and the specific ques- 
under- jtion is being asked, “Is it posssible 
culties |and appropriate for the OASD program 
al and to make a greater contribution to 
rse; it|\prevention of dependency?” 
ives to| 
at the| 960 Budget Set 


should 





In its business meeting, the associa- 
ition set its 1960 budget at $23,325. It 
jalso heard at this time that New York 
Life will make the association a $2,500 
a | grant for the third year; that National 
> | Assn. of Independent Insurance Agents 
| will double its $1,000 grant to provide 
an additional $1,000 for awards for 
articles in the association’s Journal, 
; jand learned from Davis W. Gregg, 
president American College, that the 
committee on health insurance termi- 
nology had voted to standardize 
“health” as the generic term to re- 
Place “accident & health,” “accident 
& sickness,” and other similar desig- 
nations. 

A committee on pension terminology 
was established in 1959 but is just now 
setting under way, Mr. Gregg reported. 
A problem in this area arises inasmuch 
% pensions are not exclusively an in- 
surance matter. 

A third committee will be estab- 











LIFE INSURANCE EDITION 


Hogg, Vice-Chairman Of 
Equitable, Retires; To 


Continue As A Director 


Robert L. Hogg has announced his 
retirement as vice-chairman of Equit- 
able Society. Mr. 
Hogg will remain a 
director of Equit- 
able, while at the 
same time joining 
the Charleston, W. 
Va., law firm of 
Jackson, Kelly, 
Holt & O’Farrell. 

Mr. Hogg entered 
the life insurance 
business in 1935 
as assistant general 
counsel of Assn. 
of Life Insurance 
Presidents, predecessor of Life Insur- 
ance Assn. In 1943, he was named as- 
sociate general counsel and a year later 
joined American Life Convention as 
manager and general counsel. He be- 
came executive vice-president and gen- 
eral counsel in 1946. 

In 1954, Mr. Hogg was elected vice- 
president and advisory counsel of 
Equitable Society. He has been vice- 
chairman since 1956. 





Robert L. Hogg 





lished in 1960, but whether in the life 
or property field is not yet determined, 
Mr. Gregg said. 

Mr. McGill, who presided at the 
business meeting, noted that a cam- 
paign to obtain companies as institu- 
tional members has produced 32 paid 
since Dec. 17, with seven promises of 
checks in 1960. The expectation is, Mr. 
McGill said, that sufficient company 
memberships will be received to elim- 
inate the deficit in the publication of 
the Journal. This deficit has been 
taken care of for the past three years 
by College Life of Indianapolis. 

John Adams, Temple, reported that 
three research grants were made in 
1959 and two have already been re- 
ceived for 1960. Both have been de- 
clined, he said, but one was done so 
with suggestions for alterations and 
reapplication. 

The committee on the fellowship 
award program, under which teachers 
are placed in home offices during the 
summer, recommended a tightening of 
the conditions of grar:iting to eliminate 
objections that have come from some 
companies, A screening committee will 
be established and a limit of two gen- 
eral fellowships per individual in a five 
year period will be imposed. 

Specialized fellowships will be based 
entirely on the quality of the applicant 
and worthiness of the project with an 
arbitrary limit on the number granted 
each year. Fellows will be required to 
make a written report on their work 
or observations. Herbert Grzebner, 
dean American College, headed this 
committee. } 

Mr. McGill reported! that the mem- 
bership had expressed itself as opposed 
to the sponsorship by the association 
of a national insurance fraternity, but 
that research has revealed there are 
some 700 teachers of insurance in all 
parts of the world who might be in- 
terested in an international teachers 
group. 

John Bickley, University of Texas, 
was presented with a camera and kit in 
appreciation of his four years as ed- 
itor of the Journal. (He was succeed- 
ed by William Beadles, Illinois Wes- 
leyan.) Kenneth W. Herrick, Texas 
Christian University, was presented a 
scroll in appreciation of his three 
years as secretary. 

The 1960 convention will be held ir 
St. Louis, Dec. 28-29, at the Ambassa- 
dor Kingsway Hotel. 
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Are Turned Toward 


THE FUTURE 


To members of the Foundation Group, Tomorrow 
is as important as Today. With keen vision and broad 
perspective, members of this unique group are build- 
ing and planning their sales organizations to meet the 
opportunities of the future—a future when plans will 
become three-dimensional realities. 


FOUNDATION GROUP MEMBERS CAN 
CONCENTRATE ON GROWTH 
BECAUSE: 


They are provided with centralized home office serv- 
ices, freeing them of such details as accounting, 
tabulation, auditing, underwriting, policy issue and 
premium billing. 


MAKE APPLICATION NOW 
TO BECOME A MEMBER OF 
THE FOUNDATION GROUP 

















Box 321, Northside Station Atlanta 5, Georgia 











LOOKING AHEAD 
. TOGETHER 





Men, women, boys and girls, as members of Woodmen of the World Life 
Insurance Society, are united in purpose and direction, personifying the 
meaning of fraternalism. 

1959 is history. 1960 is here. Together, we of ‘‘The Family Fraternity’ more 
firmly weld the fraternal bonds which unite us. Together we strive for the 
objectives of Woodcraft; to enoble our membership, to minister to the afflicted, 
to relieve distress...to practice all the precepts which comprise our creed. 

In a happy intermingling of fraternal, social and business relations, we are 
secure—protected by safe, sound, legal reserve life insurance. 


WOODMEN 3: WORLD 


LIFE INSURANCE SOCIETY 
%, HOME OFFICE « 


1708 FARNAM ST. + OMAHA, NEBRASKA 
Lie = 


p? 











tr 
> 





FeNATIONAL UNDERWRITER 


Harttord Sits For Candid Portrait 


(CONTINUED FROM PAGE 1) 


ranks by saying, ‘It’s not the sort of 
business that appeals to the Jewish 
témperament.’ ” 

West Hartford is described as the 
insurance executives’ favorite  resi- 
dential area, where Cape Cod Colonial 
is the favorite style and car owner- 
ship rarely gets out of the low-priced 
three class. But readers are warned 
against thinking this simplicity means 
lack of money. The wife of an insur- 
ance executive is quoted as saying, 


“Goodness, when anyone dies around 
here, they print the size of his estate 
in the newspaper. I said to my hus- 
band the other day, ‘Don’t you dare 
die with less than a million—I’d be so 
embarrassed.’ ” 

As a significant change in “insur- 
anceland,” the article notes that in 
the last 20 years fewer and fewer com- 
pany presidents are coming from “old 
Hartford” families and that “nepotism, 
once so common, is rarer.” Cited as 





WANT ADS 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
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YOUR OWN GENERAL AGENCY? 


Expansion of a leading life insurance company selling all lines offers opportunity to 
experienced life insurance salesmen to enter general agents’ training program. 

The plan provides thorough training for sales management. Your earnings will include: 
salary, plus 20% overriding commissions of the first-year premiums on the men in your 








general agent. 


unit, Successful completion of the program will qualify you for a vesting contract as a 


Requirements: Military obligations fulfilled. At least 2 years life insurance sales ex- 
perience. Preferably married, age 27 to 38. College degree and supervisory experience 
helpful but not required. Must have sales management ambitions which presently cannot 





be fulfilled in your company. 





All replies strictly confidential. Send brief résumé to: Box L-62, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








Dept. 1 N-1 


-Wanted- Experienced H & A and Life Salesman 


to develop H & A and Life business through established Property 
and Casualty Agencies. A real ground floor opportunity with a large mul- 
tiple line organization that is rapidly expanding its H & A and Life business. 
Excellent salary plus commissions. Advancement opportunities. 


Springfield-Monarch Insurance Companies 
1250 State Street, Springfield, Massachusetts 














SUPERVISOR OF SALES—LIFE AND A & H 


We.are a Life and A & H Company of upper Midwest offering a challenging and 
rewarding opportunity for an aggressive man of proven recruiting, sales and training 
ability. Give full information regarding age, experience, training, past and current life 
connections and expected compensation. All replies confidential. 


EINCOLN MUTUAL LIFE AND CASUALTY INSURANCE COMPANY 
Box 1918, Fargo, North Dakota 














BROKERAGE 
SUPERVISOR 


(HOME OFFICE) 


Small N. Y. Life Company 
Headquartered in New York City 


OPPORTUNITY 
for a man with 
AMBITION AND ABILITY 
TO CREATE AND DEVELOP 
? DEPARTMENT SERVING BROKERS 
re’ (N THE METROPOLITAN AREA. 


We want & man who can produce a substantial 
volumé of business (from the New York market) 
‘and do it quickly. 


*"Unéxéelled and unique Life and A & S contracts 
about to be announced. Competitive and salable 
contracts supported by sustained advertising. 


. ce SEND COMPLETE RESUME 
| > TOGETHER WITH SALARY REQUIREMENTS 
|" 70 BOX NU 536, 125 W. 41 ST., N.Y. 3 








TOP INSIDE MAN 


A Life and A&H company now writing in excess 
of $150,000 in new premium per month, and 
growing steadily, licensed in many states, with 
virtually no inside turn-over, is seeking a man 
to take charge of all inside operations. He will 
be treasurer, actuary, and be generally respon- 
sible for all home office operations. Prefer man 
with minimum five years comptroller, treasurer, 
or related experience. Must be able to fit in 
organization where consideration of the indi- 
vidual is the most important requisite. All re- 
plies in confidence. Interviews arranged at 
company expense. Write Box L-55, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 


examples of this trend are President 
Henry S. Beers of Aetna Life, who 
came from New Haven, President 
Frazar B. Wilde of Connecticut Gen- 
eral Life, who is from Boston, Presi- 
dent J. Doyle DeWitt of Travelers, 
who was born in Sully, Ia., and Presi- 
dent Charles J. Zimmerman of Con- 
necticut Mutual Life, who is a native 
of New York City. 


Naturalized Connecticut Yankees 


Mr. and Mrs. Zimmerman are men- 
tioned as examples of “the amazing 
ease” with which even newcomers 
to Hartford adopt the prevailing Con- 
necticut Yankee attitude. Mrs. Zim- 
merman, says author Birmingham, has 
devoted herself tirelessly to a great 
many civic enterprises and now is 
“thoroughly received even by the 
oldest of the Old Guard.” One of them 
is quoted as saying that “Opal Marie 
has added glamour to our lives.” 

In fact, so much a part of Hartford 
have the Zimmermans become that 
Mrs. Zimmerman is quoted as insist- 
ing she would not trade Hartford for 
any other place to live, even after her 
husband's retirement. 

As further refutation of Hartiord’s 
reputed chilliness toward newcomers 
Mr. Birmingham quotes Mrs. Millard 
Bartels, native of Chicago and wife of 
Travelers’ insurance executive com- 
mittee chairman, as saying “It’s very 
easy to get ‘in’ in Hartford if you do 
things.” 

The author also quotes another— 
though unidentified—insurance wife 
who lives in Hartford but out of its 
social swim by choice: “I don’t care if 
my husband never becomes a vice- 
president. It’s not worth what we’d 
have to put up with. Provincialism at 
its very worst. Look at those people. 
Day after day, evening after evening, 
the same faces at their luncheons, at 
bridge clubs and at committee meet- 
ings. And then on Saturday night— 
parties with the same faces all over 
again.” 

Regarding the practice of most Hart- 
ford insurance companies of promoting 
from within, the article’s author says 





UNDERWRITER A-H 


Hospital Service of Southern California 
(Blue Cross) has an opening for a young 
man as Group Underwriter. Minimum of 
one year Home Office experience handling 
first year and renewals of Group Medical, 
Surgical and Hospital coverages. Excellent 
opportunity. Liberal benefit program. 


Apply—Personnel Manager, 4747 Sunset 
Bivd., Los Angeles 27, California. 








AGENCY or EXECUTIVE AGENCY 
DEPT. OPPORTUNITY WANTED 


! am 33, have 4 successful years experience in 
all types Agency management—last 2'/. years 
to present as assistant manager in $20 million 
a year Agency. Have developed $40,000 premium 
as G. A. of A&H Agency, starting from scratch 
in past 12 months. | am willing to relocate— 
preferably West Coast. Address Box L-61, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








SUPERINTENDENT OR REGIONAL 
SUPERINTENDENT OF AGENCIES 


Qualifications are: 12 years experience Ordinary, 
Accident and Health, Group~Top personal pro- 
duction. Agency Manager—recruiting, training, 
field experience. Large group production. Home 
Office Procedures. Thorough knowledge General 
Agency, Brokerage and Multiple Line operation. 
Midwest. Reply Box L-50, c/o The National Un- 
derwriter Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








ACCIDENT and HEALTH UNDERWRITER 
Good opportunity in home office of strong long 
established mid-west company. Need a man 
capable of growth. Must have some experience. 
Reply in confidence to Box L-41, ¢/o The Na- 
tional Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 











LIFE SALESMEN 


Nationally known multiple line insurance com- 
pany has an outstanding opportunity for a suc- 
cessful life salesman to supplement its sales staff. 
Excellent lead program provided plus guaranteed 
salary. Excellent possibility for management posi- 
tion in the future for the right man. Send com- 
plete resume and photo to Box L-51, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 
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the home office ‘“‘seems tailor-made for 
young men whose ambitions are mod-— 
est, who are content to let life’s re-— 
wards accumulate at a steady rate,” 
like interest.” But Mr. Birmingham 
concedes it would be unfair to imply 
that the insurance business forces all_ 
its people “into a dreary pattern of- 
sameness.” He says it is a business 
from which have sprung “a number of 
free souls, the most notable of whom, 
probably, was the late Wallace Stev-_ 
ens,” who was vice-president of Hart-* 
ford Accident at the time he wrote his 
“elegant and abstract poems.” Also 
cited by name is George Malcolm. 
Smith, editor of Travelers Protection) 
magazine and author of a number of! 
books. 

Mr. Birmingham devotes nearly a 
column and a half to E. Clayton Gen- 
gras, who bought the Security-Con- 
necticut group in 1957 and whom the 
article calls “an insurance maverick,” 
who “may very well be Hartford’s 
richest man.” 

“Many old Hartford people are still 
shocked by Mr. Gengras and regard 
him as an upstart,” according to au- 
thor Birmingham, who very obvious- 
ly takes a different view, judging from 
this passage: 

“As this bright, vigorous man fol- 
lows success with success, more and 
more insurance men are listening to 
what he says. And as more of his 
revolutionary notions turn out to make 
enormous sense, more and more com- 
panies are following his lead. He may 
be the Connecticut Yankee of tomor- 
row.” 


Medicines Cost Public 
$62 Million More Than 
Doctors’ Fees In 1958 


The Social Security Administration, 
in its December bulletin, said that 
American families paid $4,362,000,000 
in 1958 for pills, powders, potions, eye- 
glasses and other medical appliances, 
a figure which was $62 million higher 
than what they paid out during the 
year to the doctors who prescribed the 
medicines and appliances. 

The bulletin also showed that the 
nation’s private health bill reached a 
record total of $16.4 billion in 1958, 
an average of about $95.65 per person. 
The total was an increase of more 
than $1 billion over 1957 figures. Hos- 
pital bills amounted to $5.1 billion, 
and of this, $2.6 billion, more than, 
half, was covered by insurance. 

The total figure did not include 
health expenditures by federal, state 
and civic governments. These have 
been estimated at nearly $5 billion a 
year. 


‘Saratoga Meeting’. 


Of N.Y. State GAs To 
Be In Glens Falls 


The annual conference of the man- 
agers and general agents section of 
the New York State Assn. of Life 
Underwriters, traditionally held at the 
Gideon Putnam Hotel in Saratoga 
Springs, will this year be held at the 
Queensbury Hotel, Glens Falls, N.Y. 

As has been customary for some 
years, the meeting will run from Fri- 
day noon to Saturday noon. Dates this 
year are Feb. 19-20. 

The change from the Saratoga 
Springs locale was necessitated by the 
fact that the Gideon Putnam Hotel is 
not now being operated during the 
winter months. 

The program will be announced 
soon, 
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Earnest Proxy Fight 
Begins For Control 
Of Old Line Life 


(CONTINUED FROM PAGE 1) 
commissioner, and likely Republican 
candidate for governor. 

—Malcolm K. Whyte, 
lawyer. 

Mr. Rhodes has been attempting to 
buy Old Line stock at $70 a share, 
and claims ownership or control of 
40,000 or more of the 100,000 shares 
outstanding. It has become apparent 
that his effort to buy in will deterio- 
rate into a proxy fight. Both sides 
have been issuing communiques. 

Of the seven directors whose terms 
expire in February, two resigned last 
month so the company could offer 
board representation to the Rhodes 
group. The offer was turned down. 
James H. Daggett, chairman, and W. 
O. Schwartz, president Patek Bros., 
who resigned, will not be candidates 
for reelection because of ill health. The 
company slate for Feb. 18 is: 

—Charles E. Pain Jr., president Will 
Ross Inc., hospital supply company. 
—S. L. Rewey, senior vice-president 
Marshall & Ilsley bank. 

—Fred C. Doepke, president Wrought 
Washer Manufacturing Co. 

—R. J. Kieckhefer, president Amer- 
ican Lace Paper Co. 

—W. J. Moore, executive vice-pres- 
ident Old Line Life. 

—Edward W. Beresford, secretary 
Old Line Life. 

—J. J. Steinman ZJr., 
Carled Investment Co. 


Newest Letter Repetitive 


The newest letter of the Rhodes 
group repeats the previous charges of 
management failures and asks stock- 
holders to send proxies. “If, by your 
proxy, you show that the present man- 
agement lacks the confidence of a ma- 
jority of the stockholders, there will 
undoubtedly be additional directors 
who will feel obligated to resign,” the 
letter says. “This will give complete 
control of the company to persons rep- 
resenting the interests of the stock- 
holders.” 

The Rhodes group has expressed 
confidence that it will represent “far 
more” than 50% of the stock by Feb. 
18. It is continuing its offer to buy 
stock at $70 until Jan. 22. 

The management letter soliciting 
proxies discloses that the offer to ex- 


Milwaukee 


president 


jchange Old Line stock with an un- 


named company came from American 
General of Houston, which owns 
American General Life. The American 
General offer would value Old Line 
stock at $80, and the exchange would 
be “tax free.” Chances of the offer 
being accepted are not bright, since 
the Rhodes group opposes it. 

The management letter says the re- 
fusal of the Rhodes group to accept 
the American General offer indicat-s 
that Mr. Rhodes places a greater value 
on Old Line stock than $80. The letter 
credits the present management with 
Increasing the value of Old Line stock 
to its present level. 


State Farm Life Raises 
Dividend Payments, Trims 


Occupational Ratings 

State Farm Life has increased divi- 
dend scale payments, reduced occupa- 
tional life ratings, and is offering a 
guaranteed insurability rider. 

Beginning this month, dividend pay- 
ments will be increased by 20% under 
anew Quantity Savings Addition plan. 
or most policies, the plan allows an 
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extra dividend payment of $1 per 
$1,000 of insurance in excess of $5,000. 
The plan will mean an additional pay- 
ment of about $930,000 to qualifying 
policyholders in 1960. Dividends will 
aply to both old and new policies and 
will be paid in addition to the regular 
basic dividends. 

Occupational life ratings on 250 jobs 
are being reduced or eliminated while 
many other disability or accidental 
death ratings also will be reduced or 
eliminated. Rate reductions will be 
retroactive on policies now in force. 

An Optional Additional Insurance 
rider, which guarantees future insur- 
ability up to a maximum of $60,000, 
also is being offered. 


North American Of Toronto 
Attains $2 Billion Mark 


North American Life of Toronto has 
attained $2 billion of insurance in force 
—an increase of $1 billion within five 
years. Policyholders’ assets now total 
$300 million. 


John W. Jennings of Seattle is 
Franklin Life’s general agent of the 
month for December. 


Industry Unit Advising 
Civil Service On U.S. 
Employes Aé&S Group 


A six-man advisory committee rep- 
resenting the A&S business has been 
formed to assist the Civil Service Com- 
mission with its administration of the 
government-wide indemnity benefit 
health plan covering U. S. employes. 

Five members of the committee are 
L. M. Cathles Jr., vice-president of 
Aetna Life; C. Manton Eddy, vice-pres- 
ident and secretary of Connecticut Gen- 
eral; George E. Light, secretary of 
Travelers; J. Henry Smith, underwrit- 
ing vice-president of Equitable Society, 
and William S. Thomas, actuary of 
Metropolitan Life. 


Met First Time Jan. 7 


The committee met for the first time 
with the commission on Jan. 7. Accord- 
ing to the commission, the industry 
unit will advise the commission on a 
pattern of benefits for the indemnity 
benefit portion of the plan and will also 
work with the commission and repre- 
sentatives of Aetna Life, prime insurer 
for the plan, to set up a formula under 


which Aetna will cede reinsurance to 
other companies. 

The commission said that some 700 
companies will be eligible to participate 
in the reinsurance. 


Farmers New World Life 
In War Against Words 


In a war against words, Farmers 
New World Life of Washington has 
issued a new series of policies designed 
to be more readable and understand- 
able. 

Objectives in mind when the project 
was launched over three years ago 
were to use simple words throughout; 
eliminate hair-splitting; use short, 
meaningful thoughts, sentences and 
paragraphs; make an attractive and 
interesting contract; reduce typing to 
a minimum in one place; utilize one 
face sheet for all policies, and make it 
a personalized contract. 


From 2,900 To 1,500 Words 


According to Ronald Ecke, president, 
“In one policy alone we cut down the 
number of words from 2,900 to 1,500 
while at the same time actually ex- 
tending the coverage.” 
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MONTHLY MOTIVATOR 
Popular “Plus Value’’ 


ODDS & ENDS... 
to all subscribers as a ‘‘plus value’’ . . 
motivating feature of the D.L.B. AGENT’S SERV- 
ICE. Subscribers are enthusiastic in their praise 
... Call it “timely!’”’, “helpful!’’, “‘inspiring!”’, and 
*‘yaluable!’’. Every month it is filled with practical, 
motivating sales ideas, and fresh, gripping human- 
interest stories. It contains many facts interesting 
to prospects and policyowners alike. 


How the D. L. B. AGENT’S SERVICE... 
Muktiplies Your Selling “Jime! 


@ Each month the DLB staff reads hundreds of publications from which much of the 
material in the D.L.B. Agent’s Service is obtained. These publications include company 
house organs, agency bulletins, current periodicals, trade papers, institutional releases, 
and many articles sent in by insurance men and women throughout the country. 

@ An equally valuable source of information is the constant personal association the 
DLB staff maintains with insurance men in the field—such as participating in numerous 
life insurance organizations both local and national, sales conventions, speaking 
visits to agencies and home offices. 
@ From these many sources the most timely and profitable material is extracted for 
your benefit . . . to make the D.L.B. Agent’s Service monthly issue a synthesis of cur- 
rent material designed to reduce the time you must spend reading to improve your 


@ Streamlining procedures go on constantly, too. As sections become out of date 
or bulky, they are revised by the DLB staff. Thus, the time required for you to study 
or refresh your memory on any subject is kept to a minimum. 


@ And, each subject is indexed for quick and easy reference to save you still more time. 
Thus, the D.L.B. Agent’s Service is not only a complete, accurate, yet concise reference service, it actually 


@ So, if you will spend some time each day reading the Service, and if you read the monthly 
supplements faithfully—very little information that is new or essential for your store of knowl- 


















. Stimulating digest sent monthly 
- a special 


A OOO be hme 





This Service is GUARANTEED. If 
for any reason you are dissatisfied 
with this purchase, return the set 
within thirty days from date of 
your order and the price paid, 
plus postage, will be refunded 
without question. 


Editor, D.L.B. AGENT'S SERVICE 
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Write on your letterhead for your “approval” set today! 


D. L. B. AGENT’S SERVICE 


Publication of The Diamond Life Bulletins, Dept. of The NATIONAL UNDERWRITER CO., 420 E. 4th St., Cin. 2, Ohio 


Complete Agent's Service Costs Less 
than 5¢ a Day! (After Ist Qtr.) 
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Regardless of any change in insurability, young 
people of today (and somewhat older ones, too) 
can buy added Provident Mutual life insurance on 
specified future dates at standard rates. Yes—as 
much as $10,000 more at each option date without 
evidence of insurability ! The amount purchased is 
































... and besides, sir, P'll be buying more of 
Provident Mutual's ‘insured insurance’ when I'm 25, 28, 31, 34, 37,40...” 


governed by the face amount of the basic policy. 

Brokers who are sales and service minded will 
want to investigate. So will agents whose com- 
panies don’t offer this modern insurability guar- 
antee—Provident Mutual’s Guaranteed Purchase 
Option. 


Provident Mutual 


Life Insurance Company of Philadelphia 
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